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Chemist  Brokers  is  the  common  link  in  the  success  story  behind  all 
these  famous  brand-names...  a  success  that  totals  over  £80  million  in  retail  value, 

and  over  £14  million  in  advertising  support. 
While  fast,  efficient  distribution  is  the  heart  of  our  service  (including  our  unique 
order  transfer  system  for  the  Chemist  trade),  we  also  offer  a  whole  range 
of  other  marketing  services  to  help  make  your  brand  grow. 
Contact  Hamish  Gibson  now  for  the  whole  story. 
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Threadworms  arc  a  common  complaint  and  customers  rely  on  you  to 
recommend  a  complete  and  effective  treatment. 

New  Pripsen  Mebendazole  Tablets  are  the  only  Double  Dose  treatment 
presented  as  two  chewable  tablets,  each  containing  lOOmg  Mebendazole.  The 
first  dose  kills  the  threadworms;  the  second,  to  be  taken  14  days  later  if 
reinfection  occurs,  kills  any  threadworms  produced  from  residual  eggs. 

With  an  RSP  of  £1.89,  Pripsen  Mebendazole  Tablets  offer  your  customers 
the  reassurance  of  a  complete  effective  treatment  in  one  value  for  money  pack  - 
with  the  excellent  profit  margins  you'd  expect  from  Seton. 

Pripsen  Piperazine  Phosphate  powder  has  been  tried  and  trusted  for  over 
20  years  and  is  still  available  on  prescription  and  for  OTC  recommendation. 

Make  sure  you  talk  to  your  Seton  representative  about  special  Pripsen  deals. 


Pripseil 

I  I  MEBENDAZOLE 
It  TABLETS 


COMPLETE 
EFFECTIVE 
TREATMENT 
FOR 

THREADWORM 


•  SUGAR  FREE 

«  NO  ARTIFICIAL  COLOUR 

•  PLEASANT  ORANGE  TASTE 

CONTAINS  2  CHEWABLE  TABLETS 


jj£  Seton 

wr  Healthcare  Group  pic 


Presentation:  <  hewable  orange  flavoured  off-white  tablets,  containing  Mebendazole  I'M'  lOOmg.  Uses:  For  the  treatment  of  Threadworm  (Enterobiasis)  infestation  Dosage  and  Administration:  Adults  i 
<  hiklren  ( >\er  2  years  -  Initial  I  Jose  I  tablet  to  lie  <.  hewed,  or  swallowed  with  water  The  initial  d<  ise  i<  >  he  followed  h\  a  set  ond  tablet  It  days  later,  if  reinlestalion  occurs  Not  suitable  for  children  under 
years  Contra- indications,  Warnings  etc:  Contra  indications:  Mebendazole  has  not  been  studied  extensively  in  children  under  two  years  ot  age  -  fur  this  reason  it  is  not  currently  recommended  fo 
children  under  two  years  o|  age  Other  undesirable  effects:  Side-effei  Is  reported  have  been  minor  Transient  abdominal  pain  and  diarrhoea  have  been  reported  only  rarely  in  cases  ol  massive  infestatioi 
and  expulsion  ol  worms  (Might  headache  and  dizziness  have  been  occasionally  reported)  Use  in  Pregnancy  and  Lactation:  since  there  is  a  risk  that  Mebendazole  could  produce  foetal  damage  il  take 
during  pregnancy,  it  is  contra-indicated  in  pregnani  women  Mo  information  on  secretion  into  breast  milk  is  available  so  mothers  taking  the  drug  should  not  breast  teed  Other  Special  Warnings  am 
Precautions:  11  after  two  weeks  you  need  to  take  the  set  ond  tablet .  follow  ing  which  \otir  s\  mptoms  persist,  then  consult  your  doctor  Overdosage:  No  cases  of  overdose  have  so  far  been  reported  wit! 
Mebendazole,  but  gastric  lavage  and/i  >r  supportive  measures  would  be  re<  ommended  S)  mpt<  mis  of  at  ute  <  >verdosage  would  be  expected  to  include  gastrointestinal  disturbances,  abdominal  pain,  headachq 
dizziness  p\  rexia  and  com  ulsions.  Pharmaceutical  Precautions:  Store  at  or  below  25°C  in  a  dr\  pku  e  Legal  Status:  P  Packs:  Blisters  of  2  Tablets  Price:  R.S.P  £1.89  Product  Licence  Number: 
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It  is  nearly  six  weeks  since  the  Royal  Pharmaceutical 
Society  officially  wove  medicine  sales  protocols  into  the 
daily  lives  of  community  pharmacists,  their  assistants  and 
the  folk  who  visit  a  pharmacy  to  buy  a  medicine.  On  page 
231  Chemist  &  Druggist  looks  at  the  practical  experiences 
of  multiple  and  independent  pharmacists. 

For  many  pharmacists  the  protocols  simply  formalise 
sales  procedures  that  were  in  place;  for  others  they  are  a 
great  new  invention  for  which  the  National 
Pharmaceutical  Association's  September  launch  of  a 
'Protocol  Training  Pack'  was  an  invaluable  aid.  While  at 
first  sight  the  Society's  gentle  approach  to  policing 
protocol  placement  may  seem  at  odds  with  its  inclusion  in 
the  Code  of  Ethics  and  the  January  1  deadline,  it  is  both 
pragmatic  and  practical.  Members  of  the  profession  know 
what  is  expected  of  them.  While  any  major  individual 
doubts  should  have  been  dispelled  by  checking  with  the 
Society  or  seeking  further  advice  from  the  NPA,  fine 
tuning  can  be  left  until  the  inspector  calls  ... 

Last  week  Xrayser  spelt  out  his  difficulties  in  training 
Dotty  in  the  arts  of  counselling,  preferring  to  take  on  the 
OTC  medicines  mantle  himself  rather  than  risk  possible 
patient  disquiet.  The  Society  should  waste  no  more  time 
Chemist  &  Druggist  1 1  FEBRUARY  1 995 


and  name  its  course  accreditation  body,  so  that  the 
required  courses  are  set  in  motion  in  ample  time  for  1996. 

The  crucial  factor  is  that  the  profession  is  now  expected 
by  the  public  and  consumer  groups  not  only  to  exercise 
but  to  be  seen  to  exercise  a  "noticeably  pharmaceutical 
service"  —  the  NPA's  phrase  —  when  selling  medicines. 
To  do  less  is  to  betray  the  profession.  Protocols  are  a 
means  to,  but  not  an  end  to,  the  process  of  patient  care 
when  medicines  are  sold,  merely  the  beginning.  They 
should  become  a  visible,  but  discrete  element  of  what 
Frank  Murray  (Pen  Portrait,  p203)  calls  the  unsung  but 
invaluable  service  pharmacists  give  daily  to  the 
community  and  other  healthcare  professionals.  He  is 
right  in  recognising  that  pharmacists  are  not  natural 
trumpet  blowers  for  their  own  profession.  But  the 
simplest  way  to  draw  attention  to  the  profession's  skills  is 
to  give  customers  such  quality  medicines  advice  that  they 
refuse  to  look  elsewhere  for  OTCs. 

Whether  or  not  the  Society  is  soft  pedalling  on 
checking  out  protocols,  whether  or  not  they  are  written 
on  the  pharmacy  wall,  the  time  to  practise  them  is  now  if 
the  credibility  of  the  profession  is  to  continue  to  rise,  and 
if  it  is  to  reap  the  rewards  hoped  for  by  Frank  Murray. 
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Compensation  scheme  fails 


The  Pharmaceutical  Services 
Negotiating  Committee  is  unable 
to  submit  a  working  contractor 
compensation  scheme  to  this 
year's  Local  Pharmaceutical 
Committee  conference. 

Responding  to  a  call  at  last 
year's  conference  to  consider  an 
'in-profession'  compensation 
scheme  for  pharmacies  dis- 
pensing between  500  and  1,500 
prescriptions  a  month,  should 
they  wish  to  surrender  their 
contracts,  PSNC  debated  the 
matter  "at  length"  and  concluded 
it  could  not  recommend  a  viable 
scheme  to  contractors. 

PSNC  discussion  revealed  that 
any  scheme  would  have  to  be 
implemented  nationally  and 
would  require  outlawing  of 
non-contract  pharmacies  and 
tightening  of  control  of  entry 
regulations.  PSNC  also  dis- 
approved of  contractors  having  to 
fund  incentives  to  relocate  or 
merge  other  contractors,  but 
remains  open  to  family  health 
services  authorities'  initiatives  in 
this  matter. 

This  year's  conference  offers  25 
resolutions,  including: 

•  Buckinghamshire  LPC  wants 
payments  of  devolved  global  sum 
monies  for  pharmaceutical  ser- 
vices to  be  restricted  to 
contractors  on  the  pharma- 
ceutical list.  PSNC  says  it  will 
accept  this  resolution  "without 
reservation". 

•  Tameside  LPC  requests  that 
pharmacists  involved  in  any 
FHSA  pilot  scheme  should 
contact  PSNC  for  guidance  on 
remuneration  levels  in  other 
areas.  Conference  will  be  updated 
on  the  current  position. 

•  Liverpool  LPC  seeks  a  fast- 


track  mechanism  for  automatic 
reimbursement  of  expensive 
prescriptions.  A  verbal  reply  will 
be  given  by  PSNC  chairman 
David  Sharpe. 

•  Cornwall  LPC  wants  PSNC  to 
ask  the  secretary  of  health  to 
ensure  equal  arrangements  for 
pharmacy  and  appliance  con- 
tractors as  regards  stoma 
appliance  reimbursement.  As 
representations  are  already  being 
made  in  the  wake  of  the  Touche 
Ross  report,  PSNC  recommends 
acceptance  of  the  spirit  of  this 
resolution. 

•  Wirral  LPC  calls  for  DoH 
negotiation  to  allow  pharmacists 
to  use  the  'PC  endorsement  to 
clarify  prescription  omissions. 
PSNC  recommends  acceptance  of 
this  resolution. 

•  Devon  LPC  believes  phar- 
macists should  be  paid  for 
methadone  supervision.  PSNC 
recommends  acceptance  of  this 
resolution. 

•  Manchester  LPC  considers  the 
funding  of  the  conference  of  LPC 
Secretaries/ALPS  should  become 
the  responsibility  of  PSNC 
through  normal  LPC  channels. 

•  Wirral  LPC  wants  pharmacists 
to  agree  a  policy  of  non- 
compliance with  any  plans  to 
check  prescription  exemption 
validitv. 

•  North    Yorkshire    LPC  has 

resurrected  two  resolutions 
which  were  withdrawn  from  last 
year's  conference  because  of  the 
decision  to  set  up  a  PSNC 
constitution  working  party.  The 
first  proposes  that  LPC  Model 
Constitution  section  AI.4.2, 
referring  to  the  membership  of 
15  member  committees,  be 
amended  to  read  "three  employee 


pharmacists  of  whom  not  more 
than  one  should  be  employed  by 
the  same  company  or  contractor" 
and  the  second  calls  for  PSNC  to 
recommend  all  15  member  LPCs 
make  this  amendment.  The 
constitution  working  party  will 
present  its  report,  and  PSNC  will 
be  given  the  opportunity  to 
respond  at  conference. 
•  Brent  &  Harrow  LPC  wants 
voting  patterns  of  PSNC  mem- 
bers on  a  particular  issue  to  be 
publicised.  PSNC  recommends 
conference  accepts  "the  spirit  of 
this  resolution  and  rely  on 
PSNC's  good  sense  in  this 
matter".  The  same  resolution 
from  the  same  LPC  was  carried 
last  year.  PSNC  says  consensus  is 
often  reached  without  a  vote. 


"Many  of  the  decisions  voted 
upon  relate  to  remuneration 
matters  and  it  would  be 
counter-productive  to  publish 
details  of  the  debate,"  it  says. 
However,  PSNC  has  vowed  to  be 
as  open  as  possible  in  its  report  of 
debates. 

Another  1994  resolution  has 
resulted  in  the  PSNC  rejecting 
Liverpool  LPCs  demands  that 
PSNC  employs  a  full-time 
practice  development  officer. 
PSNC  does  not  believe  this  is 
appropriate,  but  will  employ 
outside  agencies  for  specific 
tasks. 

This  year's  LPC  conference 
takes  place  on  March  5-6  at  the 
QE2  Conference  Centre,  West- 
minster, London. 


Scots  contractors  get  2.3pc 


The  Scottish  Pharmaceutical 
General  Council  has  reluctantly 
agreed  to  a  2.3  per  cent  increase 
in  the  global  sum  for  1994-95. 

The  offer  arrived  from  the 
Scottish  Office,  Home  and  Health 
Department,  on  January  12,  in  a 
letter  from  the  chief  pharmacist 
stating  "that  this  is  a  final  offer 
and  that  ministers  regard  it  as  a 
fair  deal  to  pharmacists  and  the 
tax  payer.  There  can  be  no 
prospect  whatsoever  of  it  being 
increased".  There  were  no  details 
on  1993-94  out-turn  figures, 
proposals  on  professional  services 
or  amendments  to  fees  received. 

The  SPGC  discussed  the  offer 
at  its  February  standing  com- 
mittee meeting,  noting  SOHHD's 
estimates  that  the  number  of 
prescriptions  in  1994-95  will  be 
2.4  per  cent  higher  than  in  the 


previous  year  and  that,  because  of 
serial  dispensing,  there  will  be  an 
increase  of  3.4  per  cent  in  the  i 
number   of   dispensing  fees 
paid. 

The  Council  is  to  write  to  the 
Department  accepting,  but  ex- 
pressing  its  disappointment  at, 
the  offer. 

•  A  decision  has  yet  to  be  made 
on  the  discount  and  generic 
prices  enquiry,  but  the  SPGC  has 
revealed  that  the  current  pricing 
convention  for  items  in  Part  7S  of  I 
the  Drug  Tariff  will  have  to ! 
change.  A  recent  SPGC  survey 
shows  that  reimbursement  prices  i 
do    not    accurately  reflect' 
purchase  prices.  A  new  common 
convention  is  currently  being', 
discussed  and  will  be  similar  to 
that  existing  for  items  in  Part  7L 
of  the  Drug  Tariff. 


All  go  for  Pharmacy  Week 


Pharmacy  Week  is  to  be  launched 
to  the  national  media  on  June  18 
at  the  Chelsea  Physic  Gardens. 

Ashort  briefing  will  explain  the 
aims  of  the  campaign.  To  lure  the 
tabloid  press  a  photo-call  will  be 
staged  featuring  a  celebrity  and  a 
large  inflatable  medicine  bottle. 

The  organising  committee  has 
also  chosen  a  logo  to  establish  a 
corporate  identity  for  the 
campaign. 

Before  the  end  of  February, 
branches  of  all  pharmacy 
organisations  will  receive  a 
resource  pack  to  help  them  plan 
and  publicise  local  events. 

Before  the  Week  itself,  all 
pharmacies  will  receive  a 
campaign  pack  through  the 
Pharmacy  Healthcare  Scheme. 
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This  will  provide  a  leaflet 
explaining  how  to  use  medicines 
safely,  a  Pharmacy  Week  poster, 
lapel  stickers  and  balloons. 

The  organisers  are  appealing  to 
all  pharmacists  to  make  use  of  the 
materials  for  maximum  impact. 
Pharmacy  Week  offers  the 
opportunity  for  community 
pharmacy  to  promote  the 
profession  with  one  voice. 

The  Centre  for  Pharmacy 
Postgraduate  Education  is  high- 
lighting a  new  pack  on  patient 
compliance  which  will  become 
available  in  May.  This  gives 
pharmacists  plenty  of  time  to 
order  the  pack  to  help  them  with 
activities  relating  to  medicines 
management  during  Pharmacy 
Week. 


GPs  approve  'morning 
after'  Pill  P  move 


Pharmacies  should  be  allowed  to 
sell  emergency  contraception, 
says  the  Royal  College  of  General 
Practitioners.  In  the  past,  the 
College's  Executive  has  opposed  a 
POM  to  P  switch,  but  in  January 
Council  members  rejected  this 
stance  by  a  margin  of  six  votes. 

However,  provisos  have  been 
added,  including  a  public 
awareness  campaign  on  emer- 


Offers  of  support  for  the  Week 
have  come  from  Warner  Well- 
come, Bayer,  Ciba,  Zeneca  and 
Chemist  &  Druggist. 
•  Pharmacy  Week  will  be  part  of 
the  UK's  support  for  Europharm 
Forum's  campaign,  which  is 
running  in  many  countries  in  the 
WHO  Europe  Region.  Its 
objective  is  to  demonstrate  the 
safe  and  effective  use  of 
medicines  and  position  the 
pharmacist  as  the  drug  expert. 


gency  contraception,  emphasis- 
ing the  preference  of  getting  such 
contraception  from  a  doctor  or 
"properly  trained  [pharmacy] 
personnel"  and  GP  input  into 
pharmacist  training  to  limit  the 
likelihood  of  inappropriate  use.  It 
is  also  proposed  that  practice; 
nurses  and  school  nurses  be 
allowed  to  prescribe  emergency; 
contraception. 

Following  the  poll,  the  Royal  ] 
Pharmaceutical  Society  is  dis- 
cussing pharmacists'  training 
needs,  and  possible  protocols, 
with  the  Family  Planning 
Association.  A  meeting  between 
the  two  organisations  is  sched- 
uled for  later  this  month. 

Despite  the  RCGP's  approval,  it 
is  unlikely  that  the  'morning 
after'  Pill's  POM  to  P  process  will 
be  shortened.  The  RPSGB's  head 
of  practice  Roger  Odd:  "I  think 
it's  not  going  to  be  until  the  end 
of  1996  at  the  very  earliest." 
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Eire  rethinks  paracetamol  sales  rules 


Restrictions  on  paracetamol  sales 
in  Southern  Ireland  are  under 
review,  following  concerns  at  the 
highest  Governmental  levels  that 
a  rethink  is  now  necessary. 

Eire's  Department  of  Health's 
request  comes  seven  to  eight 
years  since  the  last  review,  which 
put  in  place  restrictions  limiting 
OTC  sales  of  paracetamol  to  24- 
and  50-tablet  packs  in  general 
and  pharmacy  sale,  respectively. 
Not  only  is  a  review  due,  says 


Dr  Michael  Morris  of  the 
Republic's  National  Drugs  Ad- 
visory Board,  concerns  have  also 
been  raised  by  parties  including 
doctors  involved  in  liver  trans- 
plants, Poison  I  "nit  statisticians 
and  pharmacists  (C&D  December 
24/31,  p991)  that  paracetamol 
remains  a  significant  cause  of 
non-deliberate  poisonings. 

Pharmacists,  says  Dr  Morris, 
may  also  be  selling  packs  larger 
than  50,  simply  because  man- 


ufacturers have  mislabelled  packs 
not  intended  for  over  the  counter 
sales. 

According  to  Dr  Morris,  a 
decision  should  be  made  by  April. 
However,  there  is  no  strong 
feeling  that  a  change  will  be 
necessary,  he  says. 

The  Committee  on  the  Safety 
of  Medicines  says  it  will  take  an 
interest  in  the  NDAB's  findings, 
but  will  not  act  until  its  report 
has  been  published. 


RPSGB  and  NPA  to  link 
pharmacy  stress  lines 


The  Royal  Pharmaceutical  Soc- 
iety is  to  link  its  proposed  stress 
line  to  the  National  Phar- 
maceutical Association's  similar 
scheme. 

Launch  plans  for  the  joint 
telephone  stress  line  were  to  have 
been  discussed  at  February's 
Council  meeting,  however,  talks 
were  postponed  to  allow  further 
negotiations. 

The  proposed  joint  telephone 
helpline  will  use  professional 
counsellors  -  -  Employee  Ad- 
visory Resource  (EAR)  is 
currently  being  considered  —  to 
be  followed  with  face  to  face 
counselling  and  referral  to  a 
specialised  help  service  where 
appropriate. 
However,  EAR's  initial  quote 


Bar  codes  on 
trial 

The  NHS  Executive  is  running  a 
two-centre  trial  to  test  the 
viability  of  passing  prescription 
data  between  CPs,  pharmacists 
and  the  Pricing  Authority,  using  a 
two-dimensional  bar  code. 

The  trial,  running  from 
February  to  April,  involves  five 
pharmacies  (two  of  which  are 
Boots'  branches)  and  three  GP 
practices  in  Otley,  West  York 
shire,  and  in  Wymondham, 
Norfolk. 

The  trial  uses  ordinary  FP10 
prescription  forms  with  the  bar 
code  carried  at  the  bottom. 
Appearing  as  a  random  pattern  of 
black  squares,  the  bar  codes  —  or 
portable  data  files,  PDF417  — 
will  carry  only  front  of  FP10  data 
and  a  prescription  form  id- 
entifier. The  trial  is  partlv  to 
determine  whether  the  method  of 
coding  is  robust  enough  to  be 
read. 

Pharmacies  taking  part  in  the 
trial  require  a  special  two- 
dimensional  bar  code  reader  to 
interpret  the  encoded  script. 
Prescriptions  handed  in  to  non- 
participating  pharmacies  can  be 
submitted  to  the  Pricing  Auth- 
ority in  the  normal  way. 


has  been  rejected  as  being  "very 
expensive",  says  John  D'Arcy, 
pharmacist  administrator  at  the 
NPA,  hence  the  Society  and  the 
NPA  have  returned  to  the 
negotiating  table  to  see  if  a  more 
cost-effective  solution  can  be 
reached.  It  is  proposed  that  the 
line  be  financed  by  the  Society's 
Benevolent  Fund  and  a  levy  on 
NPA  members. 

The  NPA  and  the  RPSGB  are  to 


meet  later  this  month  to  discuss 
the  scheme  further.  According  to 
Dennis  Argent,  RPSGB  director 
of  finance  and  Sick  Pharmacists 
Scheme  co-ordinator,  linking  the 
two  lines  would  make  financial 
sense  and  enable  all  pharmacists 

-  not  just  NPA  members  - 
access  to  stress  counselling. 

Until  negotiations  with  EAR 
are  finalised,  no  launch  date  can 
be  set. 


Liaison 
needed  in 
self-care 

There  needs  to  be  greater  liaison 
at  local  level  between  phar- 
macists and  CPs  to  promote 
self-treatment  of  minor  illnesses. 

There  also  needs  to  be  agreed 
local  protocols  and  co-operation 
on  issues  such  as  when  referral  to 
the  GP  is  appropriate,  a 
discussion  forum.  Promoting 
self-care  for  self-limiting  illness: 
the  pharmacy/general  practice', 
concludes. 

Joint  continuing  education 
initiatives  between  pharmacists 
and  GPs  and  cross-training  of 
trainees  were  suggested  as  ways 
of  learning  more  about  each 
other's  roles. 

Dr  Alan  Wilson,  director  of 
pharmaceutical  public  health  in 
West  Glamorgan  Health  Auth- 
ority, says  that  studies  were 
necessary  to  ascertain  if  proposed 
benefits  resulting  from  protocol 
introduction  are  achieved,  lie 
also  suggests  that  pharmacies 
and  general  practices  should 
share  medication  records  and 
communicate  regarding  OTCs 
supplied  and  stored. 


Staffordshire  FHSA  considers  application 
for  first  motorway  pharmacy 


England,  Wales  and  Scotland 
could  be  seeing  their  first 
motorway  service  station  phar- 
macy, if  a  recent  contract 
application  is  approved. 

The  bid  to  set  up  a  dispensing 
pharmacy  at  Hilton  Park  service 
station  on  the  M6  is  believed  to  be 
the  first  of  its  type. 

According  to  applicant  Taylors 
Chemist,  it  is  currently  being 
considered  by  Staffordshire 
Family  Health  Services  Auth- 


ority, which  is  not  expected  to 
make  a  decision  until  the  end  of 
February. 

The  service  station  location  is 
not  classed  as  rural  and  is  likely  to 
attract  a  mobile  population.  It 
should,  therefore,  be  subject  to 
the  same  rules  as  airport 
pharmacies,  says  Merseyside 
pharmacist  and  Taylors'  director, 
Andrew  Gande. 

It  is  understood  that  the 
FHSA's   concerns   may  centre 


around  difficulties  in  keeping 
'useful'  patient  medication  re- 
cords, referrals  to  other  medical 
services  and  security. 

The  business,  if  approved,  is 
expected  initially  to  be  biased 
towards  OTC  sales,  although 
anecdotal  evidence  from  Man- 
chester Airport  pharmacy  sug- 
gests that  within  two  years  the 
M6  pharmacy  will  be  handling 
the  national  average  number  of 
dispensed  items. 
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Overworked  and 
underpaid? 


Pharmacists'  NHS  dispensing 
workload  has  increased  26  per 
cent  over  the  past  decade. 

Yet  their  income,  as  a 
percentage  of  total  spending  on 
pharmaceutical  services,  is  at  an 
all-time  low,  according  to 
statistics  puhlished  this  week. 

The  Office  of  Health  Eco- 
nomies' 'Compendium  of  Health 
Statistics,  1995'  shows  that  in 
1993  there  were  12,305  chemist 
and  appliance  contractors  in  the 
UK  —  6  per  cent  more  than  in 
1984.  The  number  of  pre- 
scriptions they  dispensed  grew 
from  396  million  to  512m  during 


the  same  period. 

In  1993,  pharmacists'  income 
amounted  to  about  £792  million, 
or  19  per  cent  of  the  gross  cost  of 
pharmaceutical  services.  That 
percentage  has  fallen  steadily 
over  the  past  two  decades, 
reflecting  "in  part  the  type  of 
prescriptions  dispensed  and 
changes  in  the  scale  of  chemists' 
remuneration",  the  Compen- 
dium says. 

The  number  of  dispensing 
doctors  increased  by  30  per  cent 
between  1984-93  and  the  number 
of  NHS  items  they  dispensed 
grew  by  4.3  per  cent,  compared 


with  the  3.2  per  cent  rise  reported 
by  pharmacists  and  appliance 
contractors.  The  number  of 
dispensers  employed  by  GPs 
more  than  trebled. 

The  ratio  of  pharmacists  to 
population  in  the  UK  has 
remained  almost  unchanged  — 
21  per  100,000  population  —  and 
is  among  the  lowest  of  OECD 
countries.  There  are  large 
variations  in  regions;  East  Anglia 
had  the  smallest  in  1993  (offset  by 
dispensing  doctors),  while  North- 
ern Ireland  had  52  per  cent  more 
pharmacies  per  100,000  than 
England. 


Vantage  goes  in  search  of  more  INCAs 


AAH  is  planning  to  extend  its 
INCA  touch  screen  product 
information  system  into  in- 
dependents nationwide. 

The  company  hopes  to  roll  out 
the  system  around  April  or  May 
on  a  monthly  rental  basis,  costs 
for    which    will  approximate 


£80-£100.  In  return  for  this, 
hosts  receive  a  50  per  cent  cut  of 
any  advertising  revenue. 

The  system,  Integrated  Net- 
work for  Computer  Admin- 
istration, has  been  on  trial  in 
Vantage  pharmacies  for  the  past 
two  years.  Fifty  Vantage  phar- 


RPSGB  offers  the  resources 


A  resource  pack  aimed  to  help 
pharmacists  market  their  ser- 
vices to  social  services  de- 
partments is  being  reviewed  prior 
to  it  being  made  widely  available 
to  local  pharmaceutical  com- 
mittees and  branches. 

The  pack  has  been  produced  by 
the  Society's  working  group  on 
the  marketing  of  community 
pharmacy. 

The  review  of  the  resource 
pack  is  taking  place  in  three  areas 
(one  of  which  is  Essex)  and  is 
being  co-ordinated  by  the 
RPSGB's  Alison  Blenkinsopp  at 
the  Centre  for  Pharmacy  Post- 
graduate Education. 

Roger  Odd,  head  of  the 
Society's  practice  division,  sees 


this  as  the  first  of  several 
packages  to  help  pharmacists 
market  the  various  services  they 
offer.  Future  resource  packs 
might,  for  example,  cover  the 
provision  of  compliance  aids,  and 
providing  diagnostic  services  to 
fundholding  GPs,  he  says. 
•  The  RPSGB  is  to  publish 
guidelines  on  computer  system 
use  in  community  pharmacy.  The 
'Guidelines  on  community  phar- 
macy computer  systems'  aim  to 
update  present  advice  and  are  the 
result  of  the  bench-testing 
project  conducted  by  the  Uni- 
versity of  Manchester  which 
concluded  in  1994.  The  guide- 
lines should  be  published  before 
the  end  of  February. 


SPGC:  'Heed  contractors  or 
patients  will  suffer' 


Scottish  contractors  are  not 
being  adequately  recognised  for 
the  way  in  which  they  have  met 
—  and  bettered  —  NHS  efficiency 
targets. 

And,  unless  new  resources  are 
made  available,  patients  will 
suffer,  Scottish  Pharmaceutical 
General  Council  chairman  And- 
rew Taylor  warned  the  Scottish 
NHS  chief  executive,  Geoff  Scaife, 
at  a  recent  SPGC  standing 
committee  dinner. 

Emphasising  the  SPGC's  wish 
to  continue  the  progress  made  in 
recent  years  within  the  service  in 
Scotland,  Mr  Taylor  said:  "SPGC 
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is  concerned  that  Scottish 
contractors  have  more  than  met 
the  efficiency  targets  set  for  other 
sectors  of  the  NHS  without 
receiving  adequate  recognition. 

"It  will  be  very  difficult  to 
introduce  new  services  without 
threatening  the  quality  and  level 
of  patient  care,"  he  continued. 

The  SPGC  also  called  upon  the 
Government  to  urgently  and 
radically  reappraise  the  Essential 
Small  Pharmacy  Scheme  "to 
arrive  at  an  acceptable  level  of 
funding". 

•  Andrew  Taylor  is  profiled  on 
p218. 


macies  have  piloted  the  system, 
which  recommends  sponsors' 
GSL  and  P  products  after  users 
have  chosen  to  access,  via  menus, 
a  particular  condition. 

INCA  now  covers  40  products 
and  20  conditions,  compared  to 
the  15-20  products  initially  on 
the  system.  A  'refer  to  your 
pharmacist'  message  is  flashed  on 
almost  every  page. 

In  anticipation  of  the  national 
roll-out,  AAH  is  hoping  to  add  a 
print-out  facility  for  consumers, 
satellite-sourced  updates  and 
multilingual  versions. 

A  downside,  however,  is  that 
sales  staff  may  be  presented  with 
'trickier'  questions  than  normal. 

Details  of  AAH's  INCA  are 
available  on  01256  766655. 


Breast  &  baby  milk 

The  National  Pharmaceutical 
Association,  with  H  J 
Heinz/Farley's,  has  produced  a 
32-page  booklet,  'Breast  and 
baby  milk'  —  a  handbook  for 
pharmacists.  It  will  be  sent  to 
NPA  members. 

Slimming  bill 

Alice  Mahon  MP  (Labour)  has 
tabled  a  diet  industry  bill  for 
its  second  reading  on  March 
31.  The  bill,  which  failed  on  its 
first  reading,  will,  if  passed, 
bring  all  medicines  relating  to 
diet  under  control. 

Practice  nurses 

Practice  nurses  consistently 
underestimate  their  potential 
for  prescribing  influence  on 
asthma,  diabetes  and 
hypertension,  a  Royal  College 
of  Nursing  survey  shows.  They 
rate  their  influence  on  GP 
prescribing  patterns  10  per 
cent  below  that  perceived  by 
GPs. 

Supermarket  push 

National  Co-operative 
Chemists  has  opened  its  sixth 
supermarket  contract 


Scotland 
examines 
drug  role 

The  pharmacist's  role  in  drug 
misuse  services  is  to  be  analysed 
by  the  Royal  Pharmaceutical 
Society's  Scottish  Executive. 

The  Executive  is  currently 
canvassing  the  opinions  of 
Scottish  pharmaceutical  bodies. 
"Within  Scotland,  we  want  to  get 
a  feel  as  to  what  pharmacists 
should  be  and  have  to  be  doing," 
says  Dr  Gordon  Jefferson, 
chairman  of  the  Scottish  Depart- 
ment of  the  Society. 

Submitted  information  will  be 
used  to  ascertain  the  need  for  1 
national  and  local  guidance  as  I 
regards  pharmacist  involvement  I 
in  drug  services. 

The    only    nationally-agreed  i 
scheme  in  operation  is  the  needle 
exchange   service   with  phar- 
macists offered  direct  learning  I 
courses  from  the  Scottish  Centre 
for  Post-qualification   Pharma- 1 
ceutical  Education. 

The  SCPPE  has  now  com- 1 
missioned  a  distance  learning  J 
pack  for  pharmacists  under-  i 
taking  exchange  schemes. 

•  The  Executive  is  also  to!] 
examine  pharmaceutical  res-| 
earch  and  development  projects  I 
where,  currently,  the  agenda  is 1 1 
being  driven  by  the  Scottish  I 
Office  rather  than  by  the  \ 
profession. 

•  Tayside  Health  Board  has  J 
announced  plans  to  "maximise I 
the  skills  and  resources  ofl 
community  pharmacists"  in  its  I 
draft  strategy  for  primary  health  I 
services.  The  final  document  will  | 
be  published  some  time  next  ;  j 
month. 


pharmacy  in  an  Exeter 
superstore. 

Scottish  scripts 

Scottish  pharmacists  and 
appliance  suppliers  dispensed 
4,252,831  prescriptions  in 
November,  generating 
ingredient  costs  of  £31,860,098 
and  gross  costs  of  £38,122,909. 

Vet  medicines  SI 

Regulations  have  now  been 
published  providing  for 
veterinary  medicines  to  be 
subject  to  marketing 
authorisations  rather  than 
product  licences.  Marketing 
Authorisations  for  Veterinary 
Medicinal  Products  Regula- 
tions 1994  (S1 1994,  No  3124; 
HMSO,  £3.70)  came  into  effect 
on  January  1  and  implement 
Council  Directive  93/40/EEC 

Scottish  matters 

Doctors  can  now  charge  a  fee 
for  prescribing  or  providing 
anti  malarials  under  the  new 
NHS  (General  Medical  and 
Pharmaceutical  Services 
(Scotland)  Amendment 
Regulations  1995,  coming  into 
force  on  February  28, 1995.  SI 
165  costs  £1.55  from  HMSO. 
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Pharmacist  Pen  Portrait 


•  Qualified  in  1973  after 
graduating  from  The  Queen's 
University  of  Belfast  and 
completing  his 
pre-registration  year  with 
Boots  the  Chemists  at  the 
Belfast  city  centre  branch. 

•  Career  Moved  to  Kew  in 
1974  with  his  wife,  Marie. 
They  lived  above  the  shop, 
Frank  working  for  Ian 
Greenup,  while  Marie  put  her 
English  and  Philosophy 
degree  to  good  effect  at  the 
Lord  Chancellor's  Office. 

1975  Six  months  spent  at  a 
West  Country  community 
pharmacy  before  an 
emergency  call  from  St 
Dominic's  High  School, 
Belfast  takes  Frank  into  a 
five-year  term  teaching  'O' 
and  'A'  level  biology. 

1980  Proprietorship  in  the 
Ormeau  Road,  Belfast  follows 
a  realisation  that  teaching 
holds  limited  career 
prospects.  Since  then,  Frank 
Murray  has  bought  another 
three  pharmacies  and  sold  on 
two  of  them.  He  splits  his 
time  50:50  between  the 
village  pharmacy  at  Crossgar, 
Co  Down  and  the  recently 
relocated  Ormeau  Road  shop. 
His  other  business  interests 
occupy  20  per  cent  of  his 
time.  Both  pharmacies  have 
full-time  managers. 

•  Committees  Long-time 
member  of  the  Ulster 
Chemists  Association  and 
president  last  year.  Joined  the 
Pharmaceutical  Contractors 
Committee  in  November, 
1994  to  represent  Belfast  City. 

•  Hobbies  "Geriatric  squash, 
walking,  and  a  lot  of  golf." 

•  Family  Three  children  aged 
9  to  17,  a  boy  and  two  girls. 

•  Pharmacy  philosophy 
"All  pharmacists  in  Northern 
Ireland  should  make  a  critical 
assessment  of  their  own 
positions  in  this  period  of 
dramatic  change.  PCC  will 
monitor  and  be  part  of  that 
change  and  make  sure  that 
pharmacists  get  a  fair  deal. 

"Government  has  to 
respect  and  recognise  the 
worth  of  the  profession;  that 
it  has  a  critical  part  to  play  in 
the  healthcare  environment. 

"We  give  an  invaluable 
service,  offering  unsung 
advice  to  patients  every  day. 
We  seem  to  lack  the 
confidence  to  self-publicise 
the  first  class  job  we  do.  Until 
we  do  we  will  not  receive  the 
treatment  our  service 
deserves." 


Counting 
the  cost  of 
service 

I  have  been  fascinated  to  read 
about  the  opening  of  a  new 
pharmacy  in  Bristol  called 
Pharmacy  Plus  (C&D  February 
4,  pl94).  I  am  assuming  this  is 
a  refit  of  an  existing  pharmacy 
based  on  an  established 
business,  but  nevertheless  its 
professional  approach  is  a 
daring  departure  from 
conventional  practice. 

Many  pharmacists  have 
similar  lurking  ambitions  to 
practise  in  this  type  of 
professional  environment  and, 
like  me,  will  watch  its  progress 
with  interest  and  a  touch  of 
envy.  That  interest  is,  however, 
tempered  by  the  irony  that  I, 
and  many  others,  are  probably 
subsidising  this  brave 
experiment  from  the  under- 
reimbursement  of  costs  we 


have  always  experienced  from 
our  present  contract! 

David  Sharpe,  chairman  of 
the  PSNC,  is  quoted  as 
commenting  at  the  Pharmacy 
Plus  opening  that:  "If  all 
pharmacies  were  like  this,  my 
job  as  chairman  of  the  PSNC 
would  be  very  easy."  Well,  I  am 
one  of  those  frustrated 
professionals  whose  overheads 
are  so  much  higher  than  the 
global  average  that  even  a 
small  counselling  area  has  to 
be  subsidised  by  front  of  shop 
sales.  Mr  Sharpe  would  quickly 
achieve  his  ambition  if  he 
could  produce  a  contract  that 
not  only  properly  rewarded 
pharmacists  like  myself  for 
their  service  to  the  patient  but 
also  accurately  reimbursed 
them  lor  their  widely  varying 
costs  in  providing  that  service. 

Until  the  problem  is  tackled, 
and  the  iniquitous  system  of 
cost-averaging  is  replaced  by 
direct  reimbursement,  then  I 
regret  that  I  will  remain 
frustrated  and  David  Sharpe's 
job  will  be  forever  difficult. 

High  point 
of  the  year 

There  is  presently  some 
pressure  to  ensure  that  daily 
methadone  doses  for  addicts 
are  taken  under  supervision  in 
the  pharmacy.  The  perceived 
advantages  would  be  that  the 
dose  could  be  seen  to  have 
been  taken,  and  the  amount 
available  for  resale  on  the 
street  would  be  reduced. 

That  is  the  theory,  but  I 
know  at  least  one  addict  who 
would  strongly  object  to  such  a 
system.  The  other  day  I  was 
presented  with  a  whole  sack  of 
empty  bottles  collected  over 
many  months  by  this  one 
patient.  He  is  a  regular  who  is 
stable  at  40mls  a  day,  hut 
seems  unwilling  to  change 
from  maintenance,  which  he 
says  keeps  him  straight,  to  a 
reducing  regimen  which  might 
otherwise  push  him  back  to 
street  suppliers. 

Joe  is  a  problem  for  the  drug 
dependency  centre,  but  the 
story  from  the  sack  of  bottles 
was  that  after  each  daily  dose 
he  had  drained  the  dregs  over 
the  rest  of  the  dav  and  in  a  few 


months  had  acquired  sufficient 
for  a  nice  Christmas  bonus!  He 
proudly  recounted  this  tale  to 
me  and  I  believe  him.  Whereas 
I  can  understand  the  logic  of 
supervised  dosing  for  some 
patients,  in  Joe's  case  it  would 
only  spoil  his  Christmas! 

A  bit  of  the 
jigsaw  is 
missing 

I  was  delighted  to  read  that  a 
pilot  scheme  in  Ayrshire  and 
Arran  pharmacies  to  sell 
prescription  charge  pre- 
payment certificates  to  the 
public  has  been  so  successful 
that  it  is  to  be  expanded  to 
include  all  pharmacies  in  the 
region  (C&D  February  4, 
p  16 1 ).  The  response  from  the 
patient  is,  however,  extremely 
predictable.  Of  course  it  makes 
sense  that  these  certificates 
should  be  sold  at  the  point  of 
use  rather  than  the  patient 
having  to  apply  by  post  to  some 
distant  office. 

But  what  does  not  make 
sense  is  that  the  system  has 
been  established  before 
reaching  any  agreement  on  a 
reasonable  fee  structure  for  the 
work  involved.  To  say  that  if 
the  full-blown  scheme  is 
successful  then  "the 
committee  will  push  for 
remuneration"  is  not  good 
enough, because  once 
established  it  will  be  as  difficult 
to  cease  the  sale  as  it  will  be  to 
negotiate  proper  fees. 

This  is  another  example  of 
pharmacists  providing  an 
obviously  worthwhile  public 
service  for  no  agreed  reward.  I 
can  imagine  the  reaction  from 
the  local  medical  committee  to 
a  proposal  that  doctors  should 
provide  additional  service  for 
no  fee.  And,  in  this  case,  I 
would  agree  with  the  doctors! 

Pharmacies  are  the  natural 
source  for  the  sale  of  pre- 
payment certificates  and  if 
properly  managed  the  involve- 
ment of  the  health  authority 
could  be  reduced  to  a  mini- 
mum. The  savings  achieved 
could  then  be  identified  and 
used  to  fund  a  viable  scheme. 
But  perhaps  it  is  not  the  lack  of 
funding  that  is  the  problem. 
Ten  thousand  enthusiastic 
pharmacists  actively  selling 
pre-payment  certificates  to 
presently  ill-informed  patients 
could  make  a  nasty  dent  in  the 
Government's  rake-off  from 
prescription  charges! 


Topical 

REFLECTIONS 
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Scriptspecials 


Losartan  targets 
angiotensin-ll  receptors 


Cozaar  (losartan)  is  the  first  of  a 
new  class  of  antihypertensive 
drugs  —  angiotensin-II  receptor 
antagonists  —  which  is  said  to 
have  improved  specificity  and 
smoother  24-hour  blood  pressure 
control  (Script  Specials,  Januarv 
7,  pl7). 

The  renin-angiotensin-aldo- 
sterone (RAA)  system  is  the  target 
for  many  antihypertensive  drugs 
as  it  plays  a  significant  part  in  the 
maintenance  of  blood  pressure. 
Angiotensin-II  is  the  prime 
mediator  of  the  RAA  system, 
regulating  salt  and  water  balance 
and  vasoconstriction.  It  exerts  its 
effect  on  blood  pressure  through 
activation  of  the  angiotensin-II 
receptor  type  I.  Losartan  speci- 
fically blocks  activity  at  this  ATI 
receptor  so  that  its  inhibitory 
effect  is  limited  to  the  actions  of 
angiotensin-II  associated  with 
blood  pressure  control. 

Angiotensin  converting  en- 
zyme (ACE)  inhibitors  block  the 
conversion  of  angiotensin-I  to 
angiotensin-II.  However,  there 
are  other  non-ACE  pathways  by 
which  angiotensin-II  can  be 
formed  and  exert  its  effect.  As 
losartan  can  block  the  final  step 
in  the  RAA  pathway  it  can  prevent 
any  angiotensin-II,  irrespective  of 
its  enzymatic  origin,  from 
activating  the  receptor.  This 
specificity  of  losartan  produces 
fewer  unwanted  side-effects 
which  is  likely  to  improve 
compliance. 

ACE-inhibitors  also  act  outside 
the  RAA  system,  metabolising 
peptides,  such  as  neurokinins 
(Substance  P).  ACE  inhibition 
leads  to  an  increase  in  brady- 
kinins  and  causes  coughing,  a 
common  side-effect  of  ACE 
inhibitors.  Losartan  exerts  no 
effect  on  bradykinin  or  other 
peptides. 

In  comparative  studies,  los- 
artan was  found  to  be  as  effective 
or,  in  some  cases,  more  effective 
than  beta-blockers,  calcium 
antagonists  and  ACE  inhibitors. 
Losartan  was  never  found  to  be 
less  effective.  The  drug  is  well 
tolerated  with  the  overall  in- 
cidence of  side-effects  com- 
parable to  placebo. 

Losartan  is  particularly  eff- 
ective at  lowering  blood  pressure 
when  combined  with  thiazide- 
type  diuretics,  particularly  hydro- 
chlorothiazide. Merck  Sharp  & 
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Dohme  is  applying  for  a  licence 
for  this  combination  later  in  the 
year. 

In  clinical  trials,  elderly 
patients  were  found  to  respond  to 
the  drug  as  well  as  younger 
patients.  As  with  other  drugs  that 
affect  the  renin-angiotensin- 
aldosterone  system,  black  hyper- 
tensive patients  were  found  to 
have  a  smaller  average  response 
to  losartan.  However,  the 
numbers  involved  were  low  and 
there  is  certainly  room  for 
further  studies. 


The  company  intends  to  apply 
for  a  licence  for  the  use  of  Cozaar 
in  heart  failure  in  1996  or  1997. 
Small  clinical  studies  have  found 
that  the  drug  is  effective  at 
improving  haemodynamics  and 
symptoms  in  patients  with  heart 
failure. 

There  are  approximately  30 
other  angiotensin-II  receptor 
antagonists  in  some  phase  of 
clinical  development  with  four  or 
five  likely  to  be  launched  some 
time  in  the  next  18  months  to 
three  years. 


Illegal  use  of 
Cytotec 

A  BBC2  television  programme, 
'Correspondent',  reported  last 
week  on  the  illegal  use  of  Cytotec 
(misoprostol)  in  Brazil  as  an 
abortifacient,  and  cases  of 
handicapped  children  born  to 
women  who  had  used  the  drug. 

Misoprostol  can  cause  uterine 
contractions  which  in  some  cases 
can  expel  the  foetus.  However,  if 
the  woman  does  not  miscarry, 
the  risk  of  foetal  malformations, 
such  as  digital  amputations,  is 
8-10  per  cent  compared  with  a 
national  average  of  3  per  cent. 

Doctors  estimate  that  up  to  60 
per  cent  of  the  one  million  illegal 
abortions  in  Brazil  each  year  an 
carried  out  using  Cytotec. 


Lamictal  as  monotherapy 


Lamictal  (lamotrigine)  is  now 
licensed  as  monotherapy  in 
adults  and  children  over  12  years 
for  simple  and  complex  partial 
seizures,  secondary  generalised 
tonic-clonic  seizures  and  primary 
generalised  tonic-clonic  seizures. 
It  is  the  first  anti-epileptic  to  be 
granted  a  monotherapy  licence 
for  over  20  years.  Lamictal  was 
launched  in  1991  as  an  add-on 
treatment  for  partial  seizures  and 
secondary  generalised  tonic- 
clonic  seizures  not  satisfactorily 
controlled  by  other  anti-epileptic 
drugs. 

During  epileptic  seizures, 
there  is  excessive  release  of  the 


excitatory  neurotransmitter  glu- 
tamate  and  propagation  of  rapid 
repetitive  firing  of  neurons. 
Lamictal  is  a  state  dependent 
sodium  channel  modulator,  a 
new  class  of  drug,  which  acts  by 
selectively  inhibiting  patho- 
logical neuronal  firing.  Lamictal 
is  as  effective  as  older  anti- 
epileptics,  such  as  phenytoin  or 
carbamazepine,  but  has  less 
side-effects  due  to  its  selective 
mode  of  action. 

Results  of  a  nationwide  survey 
of  adults  with  epilepsy  found  that 
although  the  older  anti-epileptics 
effectively  control  seizures  in  the 
majority  of  patients,  most  suffer 


from  major  side-effects,  such  as 
drowsiness,  inability  to  con- 
centrate and  memory  loss. 

Such  side-effects  have  con- 
siderable impact  on  the  lives  of 
sufferers.  Although  the  great 
majority  of  those  surveyed  had 
once  worked  full-time,  44  per 
cent  were  now  unemployed  and 
26  per  cent  of  those  said  they  lost 
their  job  as  a  result  of  epilepsy. 

Over  4,300  people  took  part  in 
the  survey,  which  was  carried  out 
by  AGB  Taylor  Nelson  in 
conjunction  with  the  British 
Epilepsy  Association  and  with 
sponsorship  from  The  Well- 
come Foundation. 


Vitamin  Capsules 

Vitamin  Capsules  BPC  are  still 
unavailable  and  PSNC  says 
prescriptions  need  to  be  referred 
back  to  the  prescriber  for 
alteration  to  tablets  or  to  prescribe 
a  non-blacklisted  proprietary 
vitamin  supplement.  There  is  no 
equivalent  to  the  BPC  formula. 
Suggestions  of  alternatives  are 
available  from  the  National 
Prescription  Research  Centre  (tel: 
0181  882  3888).  From  March  1, 
Vitamin  Capsules  BPC  will  be 
changed  to  Category  D  because 
there  may  be  stocks  available  in 
March.  Prescriptions  should  be 
endorsed  with  the  manufacturer's 
name,  pack  size  and  net  cost  price. 
Unendorsed  prescriptions  will  be 
reimbursed  at  the  Drug  Tariff 
price. 

Celance  starter  pack 

Celance  (peroglide  mesylate),  used 
in  the  treatment  of  Parkinson's 
disease,  is  now  available  in  a  new 
12-day  starter  pack.  The 
recommended  regimen  is  50mcg 


for  the  first  two  days,  increased 
gradually  by  100-150mcg  every 
third  day  over  the  remaining  12 
days  in  three  divided  doses.  On  day 
12,  the  dose  is  250mcg  three  times 
daily.  Further  titration  may  be 
necessary.  The  new  pack  helps  to 
ensure  that  the  appropriate  dose  is 
given  each  day.  The  basic  NHS 
price  for  the  starter  pack  of  75  x 
50mcg  tablets  is  £27.50.  Eli  Lilly  & 
Co  Ltd.  Tel:  01256  485353. 

Lipostat  indication 

Lipostat  (pravastatin)  is  now 
licensed  for  use  in  patients  with  a 
cholesterol  level  of  6.5mmol/l  or 
greater  who  have  not  responded 
adequately  to  dietary  measures. 
Lipostat  was  licensed  for  patients 
with  a  total  cholesterol  of 
7.8mmol/l  or  greater.  Bristol- 
Myers  Squibb  Pharmaceuticals 
Ltd.  Tel:  0181  572  7422. 

Sandostatin  amps 

The  colour  banding  on  all 
strengths  of  Sandostatin  ampoules 
has  been  changed.  The  ampoules 


which  previously  had  three  colour 
bands  will  now  all  have  two.  The 
upper  band  on  all  strengths  is  blue 
and  the  lower  yellow  on  the 
50mcg/lml  ampoule,  green 
lOOmcg/lml  and  magenta  500mcg/ 
lml.  Sandoz  Pharmaceuticals 
(UK)  Ltd.  Tel:  01276  692255. 

Minocin  data  sheet 

The  data  sheet  for  Minocin 
(minocycline  lOOmg  and  50mg) 
tablets  has  been  amended.  It  now 
includes  the  explanation  "to  reduce 
the  risk  of  oesophageal  ulceration 
and  irritation  the  tablets  should  be 
swallowed  whole".  The  side-effects 
now  includes  "maculopapular  and 
erythematous  rashes  and,  rarely 
fixed  drug  eruptions,  impaired 
hearing,  acute  liver  failure  and 
pigmentation  of  the  nails".  Due  to 
one  case  of  thyroid  hypofunction  in 
America  the  statement  "no 
abnormalities  of  thyroid  function 
are  known  to  occur"  has  been 
removed,  even  though  no  causality 
was  attached  to  the  drug.  Lederle 
Laboratories.  Tel:  01329  224000. 
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YOU  CAN'T  RECOMMEND 
A  BETTER  WAY  TO  HANDLE  ECZEMA 


Hc45 


is  now  aval 


lable  over  the  counter  for  mild 


to  moderate  eczema,  which  is  good  news  for 
customers  who  suffer  from  this  condition. 

This  pleasant  non-greasy  cream  reduces  the 
swelling  and  redness  of  irritated  and  itchy  skin, 
soothes  and  calms  the  soreness  while  helping  to  heal. 
Not  only  is  Hc45  excellent  in  its  own  right,  but  it  is 
supported  by  a  complete  range  of  proven  emollients, 
including     Cream     E45     -  and 
emollient   therapy   is   the  essential 
foundation     of    day-to-day  eczema 
management. 


The  leading  emollient  for  over  40  years,  Cream 
E45  replaces  lost  moisture  in  the  skin,  lubricating 
and  restoring  the  skin's  flexibility.  You  should 
recommend  it  for  daily  management,  in  the  dry 
stages  of  eczema  -  and  also   to  help  reduce 
associated  itching  and  provide  extra  soothing  relief 
during  flare-ups,  between  the  applications  of  Hc45. 
Of  course,  when  eczema  is  severe,  you  should  still 


refer  to  a  doctor.  But  otherwise 


you 


IEAM 

E45 


can  confidently  recommend  the 


complementary  eczema  treatment  only 


E45  and  Hc45  provide. 


de    itological  cream 

FOI     <  WIN  CONDITK^*  " 


PRODUCT  INFORMATION:  Hc45:  Smooth  white  cream  containing  hydrocortisone  acetate 
BP  1%  w/w.  Uses:  For  the  relief  ot  mild  to  modetate  eczema,  irritant  contact  dermatitis,  allergic 
contact  detmatitis  and  insect  bite  reactions.  Dosage  and  administration:  Apply  sparingly  to  a 
small  atea,  once  ot  twice  a  day,  for  a  maximum  of  7  days.  Contra-indications,  warnings  etc:  Hc45 
should  not  be  used  on  the  eyes  or  face,  the  ano-genital  area  or  on  broken  or  infected  skin,  including 
impetigo,  cold  sores,  acne  or  athlete's  foot.  The  product  should  not  be  used  in  pregnancy  or  in 
children  under  10  years  without  medical  advice.  Package  quantity:  Tube  containing  15g. 
RSP:  £2.49.  Legal  category:  P.  Product  licence  number:  PL  0327/0039.  Date  of 
preparation:  December,  1994.  Cream  E45:  White  bland  emollient  cream  which  contains 


white  soft  paraffin  BP  14.5%  w/w,  light  liquid  pataffin  Ph  Eur  12.6%  w/w  and  hypoallergenidS 
anhydrous  lanolin  1.0%  w/w.  Uses:  For  the  symptomatic  relief  of  dry  skin  conditions,  where  the™ 
use  of  an  emollient  is  indicated,  such  as  flaking,  chapped  skin,  ichthyosis,  traumatic  dermatitis, fm 
sunburn,  the  dry  stage  of  eczema  and  certain  dry  cases  of  psoriasis.  Dosage  and  administration:  j 
Apply  to  the  affected  part  two  or  thtee  times  daily.  Contra-indications,  warnings  etc:  Cream  E451  1 
should  not  be  used  by  patients  who  are  sensitive  to  any  of  the  ingredients.  Package  quantities:  I 
Tubes  containing  50g.  Tubs  containing  125g  and  also  500g.  RSP:  Tube  50g  £1.70.  Tub  125gH 
£3.45.  Tub  500g  £8.10.  Legal  category:  GSL.  Product  licence  number:  PL  0327/5904.' 
Crookes  Healthcare  Ltd,  Nottingham  NG2  3AA.  Date  of  preparation:  July,  1994. 
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Counterpoints 


Sanatogen 
hots  up 

Sanatogen  has  teamed  up 
with  the  Post  Office  to 
launch  a  consumer 
promotion  targeted  at 
retired  consumers  in  south 
east  England. 

This  month  consumers 
can  attach  a  till  receipt 
from  any  Sanatogen  Cod 
Liver  Oil  product  to  a 
special  leaflet  (available 
exclusively  through  post 
offices)  and  apply  for  a  free 
hot  water  bottle  in  a 
colour  of  their  choice. 
Roche  Consumer  Health. 
Tel:  01707  366000. 

Sweet- 
smelling 
smoke 

To  tie  in  with  National  No 
Smoking  Day  on  March  8, 
David  Franklin  is  offering 
pharmacists  a  Pongo  air 
freshener  No  Smoking 
promotional  poster. 

The  Pongo  range  is 
available  in  till  dispensers 
which  hold  20  units  (rrp 
£0.99).  Discounts  are 
available  for  larger  orders. 
Pongo  is  available  from: 
David  Franklin  Ltd.  Tel: 
0171  582  1919. 


Zantac  75's  training  and 
support  package 


Warner  Wellcome  has 
produced  a  pharmacy 
support  package  and  a 
wide  range  of  display 
material  for  Zantac  75. 
This  includes  training 
materials  tailored  to  meet 
the  needs  of  both 
pharmacists  and  pharmacy 
assistants  — 

quick-reference  summary 
guidelines,  a  suggested 
pharmacy  protocol  for 
counter  prescribing  in 
dyspepsia  and  heartburn, 
plus  a  counselling  card. 

There  are  reference 
manuals  and  training 
videos,  which  feature  the 
view  from  pharmacy,  GP 
and  hospital  communities. 
The  package  is  being 
mailed  out  to  all 
pharmacies.  Pharmacists 
who  have  not  yet  received 
a  pack  can  order  one  by 
calling  the  Zantac  75 
hotline  (0500  878889). 

A  competition  for 
pharmacy  assistants  tests 
their  knowledge  of 
dyspepsia  and  its 
treatment  with  Zantac  75. 
The  first  prize  is  two  weeks 
in  Barbados  with 
runner-up  prizes  of 
Olympus  cameras  and 


M&S  vouchers. 

A  range  of  display 
material  includes  giant 
cartons,  shelf  edgers,  shelf 
organisers  and  counter 
units  which  integrate 
consumer  advice  leaflets 
and  consumer 
competitions.  The  back  of 
the  counter  unit  has  a 
number  of  key  facts 
printed  on  it  to  assist  the 
pharmacist/assistant  when 
they  are  questioning  the 
customer.  Another  feature 
of  the  unit  is  a  tear-off  pad 
of  customer 

self-assessment  checklists 
which  has  been  produced 
in  response  to  feedback 


from  pharmacists. 

Another  element  of  the 
campaign  is  a  pharmacy 
display  incentive 
programme.  This  is  a 
six-month  promotion 
requiring  pharmacists  to 
match  serial  numbers 
printed  on  pharmacy 
display  items  with  the 
winning  numbers  which 
will  be  printed  in  Chemist 
&  Druggist.  Pharmacists 
who  match  the  winning 
numbers  can  win  one  of 
the  holidays  on  offer  in  the 
Seychelles,  Cairo  or  Paris. 
Warner  Wellcome 
Consumer  Healthcare.  Tel: 
01703  641400. 


New  Effico  Tonic  point  of  sale  material  —  comprising  a 
colour  show  card,  shelf  wobbler  and  counter  dispenser  — 
is  now  available  from  Pharmax.  Effico  Tonic  retails  at 
£3.99  for  an  economy  500ml  bottle  and  £2.99  for  300ml. 
Pharmax  Ltd.  Tel:  01322  550550 
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Pharmaton  push 


A  £250,000  advertising 
campaign  will  be 
supporting  Windsor 
Healthcare's  Pharmaton 
Capsules  this  March. 

Aimed  at  ABC1  55-plus 
consumers,  it  features 


full-page  colour  ads  in  The 
Telegraph  Magazine, 
Sunday  Express  and  the 
Radio  Times,  Choice  and 
Saga  magazines.  Windsor 
Healthcare  Ltd.  Tel: 
01344  484448. 


Seven  Seas'  new  star 

Seven  Seas  has  a  new 
addition  to  its  Gamma 
Linolenic  Acid  (GLA)  range 
—  Pure  Starflower  Oil 
Capsules. 

Each  500g  capsule  offers 
22  per  cent  natural  GLA, 
which  is  enriched  with 
lOmg  of  vitamin  E.  The 
product  will  retail  at  £4.49 
for  30  capsules  and  £7.49 
for  60. 

The  company  is 
supporting  both  its 
Evening  Primrose  Oil  and 
Pure  Starflower  Oil 
products  with  a  £1  million 
campaign  in  the  women's 
press. 

•  Seven  Seas  says  that  the 
evening  primrose  and 


starflower  oil  market  is 
currently  worth  £36m. 
Seven  Seas  Health  Care 
Ltd.  Tel:  01482  75234. 


Robinson's 
new  iron 
age 

Robinson  Healthcare  is 
introducing  Feroglobin 
B12  to  its  range  of 
supplements. 


The  company  claims 
Feroglobin's  liquid 
formulation  for  red  blood 
cell  formation  provides 
7mg  of  iron,  5mg  of  zinc 
and  5mcg  of  vitamin  B12 
per  5ml  spoonful,  without 
unsettling  the  stomach. 

Feroglobin  contains  15 
nutrients,  including 
vitamins  Bl,  B2,  B6,  folic 
acid,  niacin,  copper,  honey 
and  malt.  It  also  contains 
vitamin  C  and  is  alcohol-, 
fat-  and  yeast-free. 

Dosage  for  children  aged 
1-3  is  half  a  teaspoon  daily: 
aged  4-6,  half  a  teaspoon 
twice  daily;  aged  7-12,  one 
teaspoon  one  to  two  times 
daily;  and  for  adults  one 
teaspoon  twice  daily. 

Suggested  selling  price 
is  £3.95  for  200ml. 
Robinson  Healthcare.  Tel: 
01246  220022. 


Frador 

goes 

hygienic 

Frador  Tincture  is  now 
available  in  a  hygienic 
clampack  to  help  reduce 
cross-infection. 

The  unit  has  a  specially 
moulded  standing  area  to 
hold  the  tincture  bottle. 
Special  offers  are  available. 
Chemist  Brokers.  Tel: 
01705  219900. 
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Colgate  Plax 
freshens  up 


Anti-plaque  mouthrinse 
Colgate  Plax  has  been 
repackaged  with  its  BDA 
accreditation  logo 
prominently  featured  in 
the  new  design. 

The  new  packs  focus  on 
the  long-lasting  protection 
offered  by  the  product, 
incorporating  a  clock  face 
to  reinforce  the  12-hour 
protection  promise. 

The  new  look  is  being 
supported  with  a  £1.5 
million  advertising 
campaign,  which 
comprises  TV  slots  this 


month  and  a  poster 
campaign  in  London  in 
March. 

Coinciding  with  the 
consumer  campaign,  the 
company  is  also 
undertaking  a  dental 
detailing  programme  to 
dentists  and  hygienists. 

Colgate  Plax  is  available 
in  classic  and  soft  mint 
variants  in  250ml  and 
500ml  pack  sizes  with 
respective  rsps  of  £2.19 
and  £3.49.  Colgate- 
Palmolive  Ltd.  Tel:  01483 
302222. 


Nivea 
firms  up 

The  latest  addition  to  the 
Nivea  Visage  range  is 
Firming  Day  Creme  with 
Natural  AHA  Complex. 

According  to  Beiersdorf, 
the  AHA  complex  has  a 
dual  action  in  this 
formulation:  it  speeds  up 
skin  cell  turnover  and 
stimulates  the  production 
of  new  skin  cells,  as  well  as 
allowing  moisturising 
ingredients  to  penetrate 
more  easily. 

The  formulation  also 
contains  UV  screens, 
hyaluronic  acid  and 
vitamin  E.  It  will  retail  at 
£6.49  for  a  50ml  jar. 

The  launch  will  be 
supported  by  a  £2.4 
million  TV  and  press 
campaign  which  breaks  in 
March  and  includes  a  two 
million  sachet  sampling 
programme.  Smith  & 
Nephew  Consumer 
Products  Ltd.  Tel:  0121 
327  4750. 


Pond's 

cleansing 

revolution 

Pond's  is  introducing  a 
new  range  of  four 
cleansers  "for  all  needs" 
which  it  is  hailing  as 
"revolutionary". 

The  star  product  is  Self 
Foaming  Cleanser,  which 
transforms  from  a  clear 
liquid  to  a  light  foam  on 
application.  It  contains 
three  AHAs  plus  vitamin  E. 
It  rsp  is  £4.99  for  a  100ml 
bottle. 

Pond's  Fresh  Start  Daily 
Wash  (rsp  £3.59,  150ml 
tube)  is  a  soap-free  facial 
cleanser  containing 
micro-beads  and  AHAs  for 
improved  exfoliation. 

There  is  a  Cleansing 
Milk  and  Toner  in  One 
(£2.99  for  a  200ml  bottle) 
which  offers  both  deep 
cleansing  and  refreshing 
toning. 

Pond's  Face  Wash  Gel 
(£2.39  for  100ml) 
completes  the  range. 

Elida  Gibbs  is 
supporting  the  launch 
with  a  total  spend  of  £3.4 
million,  of  which  £2. 5m 
will  be  spent  on  TV  ads  for 
the  Self  Foaming  Facial 
Cleanser.  These  will  run 
nationally  in  two  bursts 
commencing  in  March. 

A  £900,000  women's 
press  campaign  will  break 
in  mid-March  and  run 
until  October.  Elida  Gibbs 
Ltd.  Tel:  0171  486  1200. 


Clarins'  sun  range 
offers  cell  protection 


Clarins  has  reformulated 
its  range  of  sun  care 
products  —  17  in  all  —  to 
include  triactitan. 

Triactitan  is  a  new  and 
patented  ingredient 
complex  which  includes 
nucleotides,  amino  acids, 
mannitol  and  vitamins  E 
and  B6.  Clarins  says  the 
complex  shields  the 
Langerhans  cells  in  the 
epidermis  from  UV 
damage.  The  company 
believes  that  these  cells 
play  a  valuable  role  in 
defending  the  skin  and 
fighting  premature  ageing. 

New  products  to  the 
range  are  a  high 
protection  Sun  Care  Milk 
SPF15/19  (£12,  125ml);  a 


tinted  Bronzing  Sun 
Compact  SPF4/6  (£13, 
lOg);  a  Sun  Care  Oil 
SPF2/3  (£12,  125ml  spray), 
which  can  also  be  used  on 
the  hair;  a  Self  Tanning 
Gel  (£12,  125ml),  which  is 
absorbed  quickly, 
eliminating  the  danger  of 
staining  clothes,  sheets, 
etc;  and  an  After  Sun 
Moisturiser  with 
Anti-Mosquito  Formula 
(£13,  150ml). 

All  tubes  now  have  an 
open/close  twist  cap. 
Cartons  are  colour-coded, 
with  yellow  suns  for 
protection,  brown  for 
self-tanning  and  blue  for 
after  sun  products.  Clarins 
Ltd.  Tel:  0171  629  2979. 
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Healthcrafts  brightens 
up  beauty 


Lime  green  is  the  new 
pack  colour  for 
Healthcrafts'  beauty 
supplements  line. 

Packs  also  now  carry  an 
illustration  depicting  the 
product's  use  or  source. 

The  range  comprises: 


Eyebright  (£4.29,  90 
tablets),  Lysine  500mg 
(£4.09,  60  tablets),  Natural 
Vitamin  E  Oil  (£5.35,  8ml) 
and  Nail  Formula  (£5.89, 
90  capsules).  Ferrosan 
Healthcare  Ltd.  Tel: 
01932  336366. 


I 


Easier 

plaque 

attack 

Braun  has  added  easier  to 
handle  models  to  its 
Oral-B  range  of  plaque 
removing  products. 

The  D7  line  incorporates 
a  smaller,  slimmer  shape 
with  non-slip  rubber  strips 
on  handles;  a  large  on/off 
switch;  and  indicator 
brush  and  oscillating  head. 

These  features  are 
available  in  the  Timer 
model,  complete  with 
compact  storage  unit  for 
two  brush  heads  and  timer 
device  (rsp  £64.99); 
Personal  with  one  brush 
head  and  charging  unit 
(£49.99);  and  Duo  holding 
two  individual  Timer 
models  (£99.99). 

The  entire  Plaque 
Remover  range  is  being 
promoted  with  an 
£800,000  TV  campaign. 
Braun  (UK)  Ltd.  Tel: 
01932  785611. 


Caron 
defies 
gender 

Caron  Eau  de  Cologne  is  a 
fresh  citrus  scent  from 
Parfum  Caron  designed  to 
be  worn  by  both  sexes. 

The  initial  notes 
combine  mandarin,  lemon, 
grapefruit,  basil,  thyme, 
artemesia  and  galbanum; 
with  a  heart  of  jasmine, 
rose,  nutmeg  and 
patchouli;  and  a  base  of 
musk  and  oak  moss. 

Packaged  in  a  bottle  of 
glass  bubbles  with  a  raised 
signature  and  a  blue 
bubble-embossed  box  lined 
with  yellow,  the  eau  de 
cologne  retails  at  £24  for 
100ml,  £35  for  200ml  and 
£26  for  a  100ml  spray.  All 
are  available  from  March. 
Aspects  of  Beauty.  Tel: 
01273  400085. 


Bio-Selenium:  year 
in,  year  out 


Pharma  Nord  has  launched 
its  Bio-Selenium  +  Zinc  in 
a  'one  year  supply'  size  of 
360  tablets.  Bio-Selenium 
+  Zinc  is  an  anti-oxidant 
but  also  contains  vitamins 
A,  C,  B6  and  E.  It  is 


suitable  for  vegetarians 
and  is  yeast-,  gluten-  and 
sugar-free. 

The  new  pack  size  has  a 
rsp  of  £28.50.  Pharma 
Nord  (UK)  Ltd.  Tel: 
Freephone  0800  591756. 
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3I  NG  OVER  2500 


HELP 
INDEPENDENT 

THROUGHOUT 


PHARMACISTS 


THE  UK 


1 


WE'RE  ALWAYS  THERE 
WE  ALWAYS  CARE 


Gaviscon  Essential  Information 

Product  Information.  Active  Ingredients:  Liquid  Gaviscon:  Sodium  alginate  BP  500mg,  sodium 
bicarbonate  Ph  Eur  267mg,  calcium  carbonate  Ph.  Eur  160mg  per  10ml  dose.  Gaviscon  51)0  Tablets: 
Algimc  acid  HP  500mg,  sodium  bicarbonate  Ph.  Eur.  I70mg,  dncd  aluminium  hydroxide  gel  BP  lOOmg, 
magnesium  tnsilicate  Ph.  Eur  25mg  per  tablet.  Gaviscon  250  Tablets:  Algimc  acid  BP  2 51  hug.  sodium 
bicarbonate  Ph.  Eur.  X5mg,  aluminium  hydroxide  gel  BP  50mg,  magnesium  tnsilicate  Ph.  Eur.  I2.5mg  per 


tablet.  Indications:  Liquid  Gaviscon  &  Gaviscon  500  Tablets:  Heartburn,  including  hcartbui 
pregnancy,  dyspepsia  associated  with  gastric  reflux,  hiatus  hernia  and  reflux  oesophagitis.  Gaviscon 
Tablets:  Heartburn  and  acid  indigestion.  Contra-Indications:  None  known.  Dosage  Instruct! 
Liquid  Gaviscon:  Adults  and  children  over  12:  10-20m],  children  (>-l2:  5-t0ml  liquid  after  meals  a 
bedtime  Children  under  6:  Not  recommended.  Gaviscon  500  Tablets:  Adults  and  children  over  12:  1 
tablets  after  meals  and  at  bedtime.  Children  under  12:  Not  recommended.  Gaviscon  250  Tablets:  A 


ight  out  of  ten  people  with  heartburn  don't  suffer  from 
nr-production  of  stomach  acid,1,2  but  simply  from  acid  in 
wrong  place.  So  why  use  a  treatment  that  limits  the 
ly  s  natural  production  of  acid  when  all  you  need  to  do  is 
p  it  where  it  belongs? 


paviscon  provides  an  effective,  non-systemic  barrier  to 
p  acid  down  m  the  stomach  and  away  from  the  sensitive 
pphageal  area.  It  gives  rapid  and  long-lasting  relief, 
[ply  by  staving  on  top  of  the  problem. 

pnich  is  the  only  place  a  heartburn  treatment 
Hy  needs  to  be. 


Keeps  acid  where  it  works, 
not  where  it  hurts 


jhildren  over  12:  2  tablets  as  required.  Children  under  12:  Not  recommended  Chew  tablets 
ughly  before  swallowing.  Note:  10ml  liquid  contains  6.2mmol  sodium.  One  Gaviscon  500  Tablet 
ins  2.1  mmol  sodium.  Clue  Gaviscon  25(1  Tablet  contains  l.02mmol  sodium  Both  liquid  and  tablet 
ol  Gaviscon  arc  sugar-free  Retail  Prices:  Liquid  Gaviscon  100ml  £1.67,  200ml  £2.99,  Gaviscon 
ablets  12  (2  45,  Gaviscon  250  Tablets  24  £2.09  Product  Licence  Nos:  44/(1115*  Liquid  Gaviscon, 
|40  Liquid  Gaviscon  Peppermint  Flavour.  44/(1141  Gaviscon  500  Lemon  Flavour  Tablets.  44/01113 


Gaviscon  25(1  Tablets.  44/0143  Gaviscon  250  Lemon  Flavour  Tablets  Legal  Category':  ( .si  Holder  of 
Product  Licences:  Reckitt  e\  Colman  Products  Limited.  Dansom  Lane.  Hull  HUH  7DS  GAVISCON 
and  the  sword  and  circle  symbol  arc  registered  trademarks   Date  of  preparation:  3/2/95 


References: 

2  Cadiot  G 


I.  Ball  CS.  etal  (1988)  Gut.  29  (part  10):  A1449 
l  al  (1994)  Gastrointest  Res.  22:  209-222 


Aquafresh  2  Traditional  0 


Aquafresh  Flex  is  back  on  television  this  month  with  its 
'Assault  Course'  commercial  in  a  £1  million  advertising 
campaign.  Smithkline  Beecham  Consumer  Healthcare.  Tel: 
0181  560  5151 


Style 
converts 

Braun  believes  its  latest 
product  can  convert  the  50 
per  cent  of  women  who 
don't  use  any  hairstyling 
appliance. 

Recognising  that  many 
women  want  a  natural, 
well-groomed  look,  the 
gas-driven  Style  Shaper 
(£29.99)  promises  to  bring 
smoothness  and  shine  to 
straight  or  one-length  hair 
by  means  of  heated  metal 
bristles  which  smooth 
down  every  hair  strand. 
This  brings  out  the  hair's 
natural  shine  as  smooth 
hair  reflects  more  light. 

Other  features  aim  for 
the  minimum  of  styling 
fuss:  it  heats  up  within 
90-100  seconds;  has  an 
optimal  temperature 
indicator;  has  removable 
plastic  bristles  to  protect 
the  scalp  from  heat;  runs 
on  either  7g  or  14g  gas 
cartridges;  and  has  a 
heat-resistant  cover. 

The  company  is 
supporting  the  product's 
March  launch  with  a  £1.8 
million  TV  and  press 
campaign.  Braun  (UK) 
Ltd.  Tel:  01932  810413. 
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GMTV 
exposure 
for  Konica 

Konica  has  unveiled  a  £1 
million  sponsorship  and 
advertising  deal  with 
GMTV. 

The  company  will 
sponsor  two  programmes 
—  the  twice-weekly 
'Hollywood  Gossip'  slot 
and  the  daily  'Fun  in  the 
Sun'  section,  which  runs 
for  six  weeks  in  the 
summer. 

Konica  continues  to 
sponsor  GMTV's  'Holiday 
Snaps'  strand.  Each 
programme  is  preceded  by 
a  7.5-second  Konica 
branding. 

In  addition,  the 
company  is  running  an 
advertising  campaign  on 
GMTV  from  May  to 
August,  reaching  an 
estimated  15.5  million 
adults  17  times.  Konica 
(UK).  Tel:  0181  751 
6121. 


Ring  roads 
into 

batteries 

The  latest  entrant  into  the 
UK  batteries  market  is  the 
Leeds-based  Ring  Group. 

Building  on  its 
household  lighting  base, 
the  company  claims  to 
offer  retailers  and 
consumers  greater  choice 
at  an  attractive  price. 

High  Power  Zinc 
Chloride  and  Long  Life 
Alkaline  batteries  are 
available  in  1.5  to  9  volts, 
and  cell  types  AAA,  C  and 
D.  Packs  of  four  retail  at 
£1.59  and  £3.39, 
respectively.  Ring  batteries 
contain  no  cadmium  or 
mercury  and  are 
guaranteed  leakproof.  The 
Ring  Group.  Tel:  01532 
791791. 


£250,000 
for  stuffy 
noses 

Fisons  is  repositioning 
Resiston  One  as  a 
treatment  for  stuffy  noses 
as  well  as  hayfever.  the 
product  has  a  perennial 
rhinitis  indication,  which 
allows  it  to  be 
recommended  for  colds, 
allergies  or  hayfever. 

The  company  is 
spending  £250,000  on  an 
advertising  campaign 
which  places  emphasis  on 
the  relief  of  stuffy  noses 
without  any  reference  to 
hayfever. 

The  packaging  of  the 
product  will  be  redesigned 
towards  the  end  of  1995  to 
reflect  the  repositioning  of 
the  product.  Fisons 
Pharmaceuticals  pic.  Tel: 
01509  634000. 


Fuji  blitz 

Fujifilm  is  supporting  its 
new  Fujicolor  Super  G 
Plus  colour  negative  film 
with  consumer 
competitions  and  an 
advertising  campaign. 

Special  100,  200  and 
400  ISO  35mm  film  packs 
will  have  a  peelable  header 
card.  Revealing  a  'win' 
slogan  could  mean  a 
chance  to  share  in  prize 
money  totalling  £10.000, 
with  £5,000  as  the  first 
prize. 

The  TV  campaign  will  be 
backed  with  press 
advertisements  which 
build  on  the  success  of  the 
film's  predecessor,  the 
Super  G.  POS  material 
emphasises  this  message. 

The  company  is  also 
introducing  a  new 
non-process-paid  version 
of  its  slide  film, 
Fujichrome  Sensia.  The 
100,  200  and  400  ISO  film 
will  now  be  available 
without  inclusive 
processing  costs.  The 
recommended  prices  are: 
100ISO  24  and  36 
exposures,  £4.29  and 
£5.49;  200ISO  24  and  36, 
£5.49  and  £6.99;  and 
400ISO  24  and  36,  £6.29 
and  £8.49.  Fuji  Photo 
Film  (UK)  Ltd.  Tel:  0171 
586  5900. 


Check  'em 
out 

Self-Care  Products  has 
come  up  with  an 
'Antioxidant  Check'  leaflet. 

These  are  available  free 
of  charge  to  pharmacies  by 
sending  an  SAE  to: 
'Antioxidant  Check', 
Self-Care  Products  Ltd,  30 
Sycamore  Road, 
Amersham  HP6  SDR. 


Wei  la  in  technicolour 


In  a  new,  30-second  TV 
commercial  for  its  Colour 
Confidence  range  of 
permanent  hair  colours, 
Wella  invites  consumers  to 
"be  a  shade  more  daring". 

Backed  by  Lisa 
Stansfield's  song,  'So 
Natural',  the  ad  depicts  a 
number  of  women 
enjoying  passionate 
encounters  with  handsome 


men.  Aimed  at  women 
aged  35  to  50,  the  £1 
million  campaign  breaks 
on  February  20  and  runs 
for  five  weeks. 

Wella's  Colour  Mousse  is 
also  back  on  TV  screens  in 
a  £2. 2m  campaign. 
Currently  on  air,  it  runs 
until  March.  Wella  Great 
Britain.  Tel:  01256 
20202. 


On  TV  Next  Wee 


1 


GTV  Grampian  C4  Channel  4 

B  Border  U  Ulster 

BSkyB  British  Sky  G  Granada 

Broadcasting  A  Anglia 

C  Central  CAR  Carlton 

CTV  Channel  Islands  GMTV  Breakfast 

LWT  London  Weekend  Television 


Aosept; 

CAR,  C4 

Aquafresh  Flex: 

All  areas 

Arm  &  Hammer  Toothpaste:        All  areas  except  CTV,  LWT 

Askit  Capsules: 

STV.GTV&C4. 

Colgate  Plax: 

STV,A,  M,  LWT 

Colgate  Total: 

All  areas 

Dove: 

All  areas 

Durex  Condoms: 

C4 

Grecian  2000: 

GTV,STV,  B,C4  Scotland 

Halls  Mentho-Lyptus: 

All  areas 

Hedex  Headcofd: 

GMTV 

Ibuleve: 

CAR,C,  STV,M,A&U 

Lil-lets  applicator: 

C4 

Medinex  Night  Time  Syrup:                          All  areas 

Milk  of  Magnesia: 

All  areas  except  U,  CT,  LWT 

Nicotinell: 

All  areas 

Nurofen  Cold  &  Flu: 

All  areas 

Oruvail  Gel: 

All  areas  except  U,  B,  CTV  &  GMTV 

Otex: 

C 

Rennie: 

All  areas  except  CAR 

Sensodyne: 

All  areas  except  CTV,  LWT  &  GMTV, 

Seven  Seas: 

G,  Y,  C.  CAR,  TT,  C4  &  GMTV 

Slim  Fast: 

All  areas 

Solpadeine: 

All  areas  except  U  &  CTV 

Strepsils: 

All  areas 

Tagamet: 

All  areas 

Wella  Colour  Mousse: 

All  bar  CTV,  B,  G,  CTV,  LWT,  TT&C4 

STV  Scotland  (central)  I 
Y  Yorkshire 
HTV  Wales  &  West 
M  Meridian 
TT  Tyne  Tees 
W  Westcountry 
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'RODUCT  INFORMATION:  Presentation:  Gelatin  capsules  containing  an  oil  containing  as  active  ingredients;  1  c-vomenrhol  l'h  Eur  35.55mg.  Chlorbutol  B.P.  2.25mg,  Terpineol  B.P.  66.6mg,  Thymol  B.I'.  3. 1 5mg.  Pumilio 
ine  Oil  B.P.  1980  103.05mg,  Pine  Oil  Sylvestris  9mg.  Uses:  For  the  symptomatic  relief  of  nasal  congestion  and  colds  in  the  head.  Dosage  and  Administration:  Adults  and  children  over  3  months;  carefully  sprinkle  the 
[intents  onto  bedding  or  material,  avoiding  the  possibility  of  skin  contact.  Alternatively,  add  ro  a  pint  of  hot  water  and  inhale  vapour  freely.  Contra-indications,  Warnings,  etc.:  Karvol  should  not  be  used 
y  patients  who  are  sensitive  to  any  of  the  ingredients.  Not  recommended  for  children  under  3  months  of  age.  Avoid  contact  with  eyes  and  prolonged  contact  with  the  skin.  Do  not  take  internally.  Package  Itti'JCS, 
Quantities:  Packs  containing  10  or  20  capsules.  RSP:  Capsules  10s  £1.69,  Capsules  20s  £3.09.  Legal  Category:  ( iSL.  Product  Licence  No:  PL  0327/5914.  Crooks  Healthcare  ltd,  Nottingham  NG2  5AA. 


All  children  need  warmth  and  affection,  bur  those 
with  nasal  congestion  also  need  effective  relief. 
That's  what  they  yet  from  Karvol.    It  allows  them  to 
breathe  easily  throughout  the  night,  and  it  does  so 
gently,  as  there's  nothing  to  swallow  or  rub 
onto  a  child's  chest.  Simply  dab  the  pre- 


measured  dose  on  a  handkerchief  tied  to  the  cot,  and 
the  natural  vapours  of  pine,  menthol  and  cinnamon 
effectively  unblock  stuffy  noses. 

That  means  a  good  night's  sleep  for  children  and  their 
parents  -  and  keeps  Karvol  in  front  as  the  must 
■  recommended  nasal  decongestant  tor  children. 


Gently  does  it 

CHLORBUTOL.  MENTHOL.  TINE  OIL  SYLVESTRIS.  TERPINEOL.  THYMOL.  PUMILIO  LINE  OIL. 

FOR  MORE  INFORMATION  ON  KARVOL  DECONGESTANT  CAPSULES,  PLEASE  CONTACT  CROOKES  HEALTHCARE  LTD  .  PO  BOX  57,  NOTTINGHAM  NOT  2LJ 


Calculating  the 
bottom  line 

As  a  former  Unichem  customer, 
I  read  with  interest  the  full-page 
advertisement  detailing  new 
trading  terms,  effective  February 
1,  1995  (C&D  February  4),  and 
introducing  the  "highest  ever" 
discount  band  of  11.75  per  cent. 
Having  recently  moved  my 
account  from  Unichem  to  an 
independent  wholesaler,  I  began 
to  wonder  if  I  had  made  the 
right  decision.  Unichem 
promised  a  "marked  difference 
to  your  bottom  line". 

So,  out  with  the  calculator!  I 
compared  the  first  discount 
band  (£3,250-£14,500)  with  the 
previous  Unichem  terms 
published  May  1,  1994.  All 
customers  within  this  band  are 
now  £22.50  worse  off!  Ah  well,  I 
thought,  they  must  be  robbing 
Peter  to  pay  Paul.  The  big 
advantage  must  be  to  those 
customers  spending  between 
£14,500  and  £22,000,  with  a 
massive  11.75  per  cent  discount. 
Once  more  to  the  calculator,  I 
check  and  recheck  my  figures, 
but  find  that  these  customers 
are  also  worse  off,  to  the  tune  of 
£3.75  per  month! 

To  be  absolutely  fair,  I 
calculated  the  discount  for  an 
account  spending  £50,000  per 
month  (keep  the  big  boys 
happy),  but,  compared  with 
previous  terms,  these  customers 


are  also  worse  off  —  by  £73.75 
per  month!  As  far  as  I  can  see, 
there  would  appear  to  be  only 
one  'marked  difference'  to  my 
bottom  line  and  it  certainly 
would  not  be  for  the  better. 

So  it  is  with  a  sigh  of  relief 
that  I  know  that  I  made  the 
right  decision  in  transferring 
my  account  to  an  independent 
wholesaler  who  treats  me  with 
respect  and  provides  an 
excellent  level  of  service  and 
support  for  my  independent 
pharmacy! 


A  J  Boyle 

Bradford 


Contractor 
pharmacists  unite! 

Now  that  a  proportion  of  NHS 
funding  is  being  devolved 
locally,  there  are  vital  factors 
that  contractors  should  take 
into  account  when  developing 
plans  with  their  family  health 
services  authorities. 

The  local  pharmaceutical 
committee  and  contractor 
pharmacists  will  have  to  study 
FHSA  scope,  ie  what  is  its 
purpose  or  mission?  We  will  also 
need  to  know  how  the  required 
resources  are  to  be  obtained  and 
allocated  across  all  contractors. 
What  proportion  of  total 
resources  are  they  devoting  to 


pharmaceutical  services? 

Local  plans  must  also 
monitor  and  analyse  the  broad 
trend  in  economic  and  social 
environments.  This  includes 
demographic/technological, 
political/legal  and  social/cultural 
development. 

How  is  each  FHSA  likely  to 
position  itself  to  develop  and 
sustain  differential  advantage 
over  other  FHSAs?  What  are 
their  distinctive  competencies 
or  strengths,  relative  to  each 
other  at  local  levels? 

Each  local  contractors' 
committee  should  ensure  that 
they  have  the  FHSA's  strategy 
before  embarking  on  any  plan  of 
action.  To  indulge  in  discussions 
without  knowledge  of  strategy 
would  be  totally  detrimental  to 
contractors'  interests. 

Contractor  pharmacists 
should  unite.  Short-term  gains 
are  likely  to  become  our 
long-term  losses.  Services  cost 
money  and  should  be  paid  for  by 
the  FHSA  or  the  Department  of 
Health.  I  have  nothing  against 
competition,  so  long  as  it  does 
not  'divide  and  rule'.  Our 
colleagues  in  general  practice 
have  clearly  demonstrated  that 
if  we  unite,  the  better  are  our 
chances  of  complementing  and 
reinforcing  the  benefit  to  the 
profession  and  ourselves. 

The  new  changes  will  aim  to 
focus  on  users  and  carers.  It  will 
also  move  resources  and 


services  to  the  level  that  is  best 
for  the  patient.  There  will  be  a 
need  to  develop  'healthy 
alliances'  by  joint  working 
groups. 

As  a  profession,  we  need  to 
devise  structures  that  will 
benefit  the  profession, 
pharmacists  and  patients  alike, 
so  we  should  aim  to  carry 
forward  changes  in  a  balanced, 
co-operative  and  controlled  way. 


R  L  Hindocha 

Campdale,  Whitwick,  Leicestershire 

Any  ideas? 

I  recently  had  returned  to  my 
pharmacy  a  bottle  containing  a 
few  unused  codydramol  tablets. 
Included  on  the  label  was  the 
word  'zigizunt'.  Can  anyone 
enlighten  me  as  to  the  meaning 
of  this  word  or  is  it  merely  a 
labelling  error? 


M  Freeman 

Castleford 
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Slimmer  Customers 
Fatter  Profits 

A  complete  choice  of  natural  slimming  aids  to 
offer  your  customers. 

PHYTOFIBRE  PHYTOSHAPE  PHYTOSLIM 
PHYTOTRIM  PHYTOENERGYZE 

•  Each  product  100%  natural  plant  in  capsule  form 

•  Handy  self  serve  display  unit 

•  National  advertising  and  PR  campaign  will  bring 
in  the  customers 

®  FREE  slimming  stand  with  eveiy  7  dozen 

Arkocaps  ordered  PLUS  1  dozen  FREE  of  charge 

MAKE  SURE  YOU'RE  READY  TO  MEET  THE  DEMAND 

Contact  Phoenix  Nutrition  on  (01295)  2713H 

Arkopharma 
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Nature's  most  precious  gift  for  you 
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ite  simply  wherever  your  customers  go  this  winter  Olbas  goes  too. 


So  get  stocked  up  through 
Dendron  (Tel:  0 1 923  22925 1 )  or 
your  local 


the  POWER  to  BREATHE 
the  POWER  to  SELL 


LEADERS  IN  NATURAL  HEALTHCARE 


L  Registered  trademark  and  product  licence  held  by  G  R  Lane  Health  Products  Ltd ,  Sisson  Road.  Gloucester  GL1  3QB  Active  Ingredients:  Caiuput  Oil  BPC  -  18  50*»  wAv.  Clove  Oil  BP  -  0 10  WAV  Eucalyptus  Oil  BP  -  35  45V  Juniper  Berry  Oil  BPC  49  -270':  •'•  *  Menth  :  ?•'    : " 
Used  Mint  Oil  BP  •  35  45%  wAv.  Wintergreen  Oil  BPC  49  3  70%  WAY  Directions:  1  By  application  to  the  skin  Apply  lightly  to  the  paintul  area  3  times  daily  By  inhalation  2  Adults  and  children  over  2  years  old  Sprinkle  2  or  3  drops  on  a  handkerchiel  or  add  to  hot  water  and  inhale  the  vapours 
i  months  to  2  years:  one  drop  on  a  tissue  placed  out  ot  the  child's  reach  Indications:  1  By  application  to  the  skin  Symptomatic  relief  ol  muscular  pain  and  stittness  including  backache,  sciatica,  lumbago,  librosilis  and  rheumatic  pain  2  By  inhalation  For  the  relief  ot  bronchial  and  nasal 
I  caused  by  colds,  catarrh,  inlluenza  and  haytever,  rhinitis  and  mmoi  inlection  ot  the  respiratory  tract  Route  ol  administration  By  inhalation  and  percutaneously  Precautions:  For  inhalation  or  external  use  on  unbroken  skin  only  Not  tor  use  in  babies  under  3  months  old  Keep  all  medicine  c  ut  cl 
Iren.  Do  not  use  it  sensitive  to  any  ol  the  ingredients  Legal  Category:  Packs:  ?£        I074/5029F  Price:  RSP  £1  45  and  £2  59 

:d  trademark  and  product  licence  held  by  G  R  Lane  Health  Pri  ad,  Gloucester  GL1 3QB  Active  ingredients    ivAv)Peppem  "  ■  ,'.  lei 

5%.  Menthol  BP  010%  Directions:  Dissolve  one  pastille  slowly  in  the  moulh  when  required  Indications:  For  the  symptomatic  reliel  ot  colds,  coughs,  catarrh,  sore  throats  and  llu.  catarrhal  headache;  Precautions:  Isympl 

en  Nome  lould  be  taken  in  any  24  hour  period  Not  suitable  ti  nsilivetoanyotlt  I  Legal  Category:  lie  jsl  Packs::"  Price: 


Government  policy  and  the 
economic  climate  dictates  that 
salary  increases  are  no  longer 
automatic.  Gone  are  the  days 
when  employees  could  assume 
they  would  get  an  increase  year 
on  year  which  equalled,  or 
exceeded,  the  rise  in  the  cost  of 
living.  The  Government  has 
stated  on  numerous  occasions 
that  salary  increases  must  come 
from  increased  productivity. 

NHS  remuneration 

With  the  cost-plus  contract 
there  was  a  degree  of  reward 
for  pharmacy  contractors  for 
increased  productivity.  The 
labour  cost  inquiries  gave  an 
indication  of  the  extra  time 
spent  on  NHS  dispensing  and 
these  additional  labour  costs 
were  fed  into  the  global  sum. 

Those  expenses  allocated  as 
an  NHS  cost,  which  were 
related  to  turnover,  also 
increased  if  NHS  dispensing 
turnover  grew  at  a  greater  rate 


Losing  out? 

Pharmaceutical  consultant  Alan  Smith 
FRPharmS  believes  that  independent  pharmacists 
are  losing  out  in  the  Government's 
productivity-related  pay  drive 


than  'shop'  turnover.  Finally,  if 
a  contractor,  because  of 
increased  NHS  activity, 
dedicated  additional  space  to 
NHS  services,  then  these  costs 
(eg  property  costs),  which  were 
allocated  on  a  space  allocation 
basis,  also  grew. 

Although  not  ideal,  the  cost- 
plus  contract  did  provide  a 
degree  of  reward  for  increased 
NHS  activity.  Since  the  demise 
of  the  cost-plus  contract  there  is 
no  automatic  method  of 
increasing  the  global  sum. 
Remuneration  is  subject  to  the 
provision  of  a  sum  which  the 


Year 

Global  Sum 

National 

Rx  volume 

average 

earnings 

£m 

%  i/c 

%  i/c 

Rxm 

%  i/c 

1988-89 

504.7 

370.3 

1989-90 

502.8 

-0.4 

+  9.4 

384.2 

+  3.8 

1990-91 

553.2 

+10.0 

+  8.6 

391.5 

+  1.9 

1991-92 

601.4 

+  8.7 

+  8.7 

412.8 

+  5.4 

1992-93 

631.1 

+  4.9 

+  3.3 

429.4 

+  4.0 

1993-94 

640.6 

+  1.5 

+  4.0* 

448.9 

+  4.5* 

Cumulative 

135.9 

+26.9 

+38.8 

78.6 

+21.2 

*Estimates 

health  secretary  determines  is 
sufficient  to  maintain  pharma- 
ceutical services.  The  criteria 
mentioned  are  recruitment, 
retention  and  motivation. 

Script  volumes  up 

In  the  years  since  the  end  of  the 
cost-plus  contract  pharmacy 
contractors  have  dispensed 
additional  prescriptions  over 
and  above  the  increases  in  their 
remuneration  (Table  1). 
Between  1988-89  and  1993-94, 
the  number  of  scripts  dispensed 
by  contractors  in  England  and 
Wales  rose  by  78.6  million  (21.2 
per  cent  increase).  During  the 
same  period,  the  amount 
received  by  way  of  total 
remuneration  increased  by 
£135.9  million  (26.9  per  cent). 

At  first  sight,  it  would  seem 
reasonably  satisfactory  that 
remuneration  has  increased  by 
5.7  per  cent  above  the  volume 
increase  in  prescriptions 
dispensed.  However,  national 


average  earnings  increased  over 
the  same  period  and  these  rose 
by  38.8  per  cent. 

Assuming  pharmacists  are 
entitled  to  at  least  the  national 
average  earnings  increase,  it 
will  be  seen  that  their  NHS 
earnings  suffered  a  fall  of  11.9 
per  cent  in  income  (38.8  per 
cent  minus  26.9  per  cent). 

Productivity  up  21  pc 

The  1 1.9  per  cent  decrease  in 
pharmacists'  income  over  the 
period  1988-89  to  1993-94 
compared  with  the  national 
average  might,  in  itself,  appear 
unfair,  but  when  increased 
productivity  of  21.2  per  cent  is 
taken  into  account,  the 
situation  is  even  worse.  In  Table 
2,  the  productivity  gain  by  the 
Government  or,  stated  in 
another  way,  the  productivity 
loss  by  the  pharmacist  is  shown 
to  amount  to  37.5  per  cent. 

Pharmacy  contractors' 
income,  when  compared  with 
national  average  earnings,  has 
suffered  an  1 1 .9  per  cent  fall  in 
spite  of  their  dispensing  21 .2 
per  cent  more  prescriptions. 
This  is  a  matter  of  great 
concern  for  pharmacy  as  a 
whole,  but  particularly  for 
independent  pharmacists  who 
depend  to  a  far  greater  extent 
on  NHS  dispensing  as  a  means 
of  livelihood. 
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There's  rarely  been  a  business  opportunity 
to  match  new  Triomar.  A  product  uniquely 
positioned  in  the  largest  and  fastest  growing 
sector  of  the  £260m  VMS  market. 

New  Triomar  offers  your  customers  a  60% 
concentration  of  Omega-3  in  every  capsule. 
That's  twice  as  much  as  standard  fish  oil 
supplements.  Three  times  as  much  as  leading 
cod-liver  oil  products.  Triomar  offers  the 
strength  that  more  and  more  customers  are 
looking  for.  Making  traditional  fish  oil 
supplements  look  half-hearted  by  comparison. 

This  year  a  massive  £1  m  launch  spend  will 
build  rapid  awareness  and  trial. 
Heavyweight  national  press  advertising  is 
now  planned,  plus  extensive  public  relations 
programmes  and  striking  new  point  of  sale. 
Linked  with  excellent  terms  and  margins, 
new  Triomar  has  what  it  takes  for  you  and 
your  customers. 

Order  your  stocks  now  to  meet  demand. 
Contact  Prism  Healthcare  direct  on 
01628  524500. 


Prism  Healthcare  Limited,  Medihealth  House,  Wycombe  3, 
Boundary  Road,  Loudwater,  High  Wycombe,  Bucks  HP10  9PN 
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Cardio-Nutrition 


60%  super  strength 

OMEGAS 

PURE    FISH  OILS, 


Super  Strength  Cardio-Nutrition 


As  Scotland  feels  the  pinch  of  the  Government's  'more  for  its  dollar'  approach  to 
healthcare,  Andrew  Taylor,  current  chairman  of  the  Scottish  Pharmaceutical  General 
Council,  is  finding  a  use  for  his  well-honed  negotiating  skills,  as  Ailsa  Colquhoun  finds  out 

The  Iron  Man  of  Scotland 


Andrew  Taylor  must  be  glad  he 
drinks  strength-giving  Irn  Bru. 

Scottish  contractors,  like  their 
English  colleagues,  are  at  the 
hard  end  of  a  concerted 
Government  push  to  gain 
added  value  from  its  healthcare 
providers.  And  Scottish 
contractors,  like  their  English 
colleagues,  are  determined  to 
win  the  best  deal  they  can. 

Mr  Taylor,  as  current 
chairman  of  the  Scottish 
Pharmaceutical  General 
Council,  is  the  man  they  hope 


SPGC  chairman  Andrew  Taylor 

will  do  exactly  that  for  them. 

"It's  increasingly  apparent 
that  all  governments  are 
looking  to  pharmacy  to  provide 
added  value  and  not  be  just  a 
conveyor  belt  for  prescriptions 
—  a  prescription  factory,  if  you 
like  —  and,  given  that  the 
movement  from  secondary  to 
primary  care  has  started  and  is 
gathering  pace,  clearly  there's 
an  extended  role  for  pharmacy. 
But  will  adequate  funding  be 
made  available?"  he  asks. 

Domiciliary  visits,  he  says,  are 
a  perfect  example  of  the 
problems  the  SPGC  faces.  "They 
cannot  be  squeezed  into  a 
spare  half-hour  or  a  lunchtime 
and  I  don't  see  how  visits  can 
be  properly  achieved  without 
the  appropriate  funding." 

There  are  many,  many  claims 
on  funding,  says  Mr  Taylor, 
some  of  which  —  like  the 
recent  intensive  care  bed  crisis 
in  Glasgow  which  resulted  in  a 
death  —  have  a  much  higher 
profile  than  pharmacy's. 

"Pharmacy  is  just  one  of 
many  voices  competing  for 
funds.  Our  role  is  to  make  sure 
that  pharmacy's  voice  is  heard 
in  as  many  places  as  possible. 


But  what  might  do  we  have?" 
points  out  Mr  Taylor. 

Apolitical  start 

For  a  man  so  involved  in 
pharmacy  politics,  Andrew 
Taylor's  background  is 
surprisingly  apolitical. 

His  parents  —  both  Glasgow 
pharmacists  —  were  neither 
politically  active  nor 
determined  to  see  their  son 
follow  in  their  footsteps. 
Although  the  young  Mr  Taylor 
may  have  spent  many  a  summer 
holiday  working  in  his  parents' 
business,  he  also  considered 
careers  such  as  law  and 
accountancy. 

In  the  end,  though,  the  lure 
of  pharmacy  was  too  strong 
and,  in  1976,  Andrew  Taylor 
embarked  upon  a  pharmacy 
degree  at  Strathclyde 
University,  finishing  off  in  1980 
with  a  pre-reg  year  in  his 
parents'  business. 

The  first  suggestion  that 
politics  were  to  play  a  part  in 
his  life,  came  through  his 
involvement  in  Kilmamock- 
based  wholesaler  Ayrshire 
Pharmaceuticals  Ltd. 

At  the  time  of  its  creation  in 
the  pre-Unichem  1960s,  APL 
represented  a  fairly 
revolutionary  co-operative  in 
which  all  the  shareholders 
were,  at  least  initially,  local 
pharmacists.  It  was  here  that  Mr 
Taylor  felt  the  greatest  political 
influence  —  mostly  emanating 
from  company  directors,  such  as 
Steve  Woods  and  Scott 
McConnell,  themselves  past 
SPGC  chairmen,  and  George  D 
Rillie,  former  Scottish 
Pharmaceutical  Federation  and 
National  Pharmaceutical 
Association  chairman. 

In  1987,  Mr  Taylor  became  a 
director  himself  and  thus  took 
his  first  steps  to  becoming  a 
political  heavyweight.  However, 
this  "good  learning  process" 
came  to  an  abrupt  end  in  1992, 
when  Lloyds  Chemist  acquired 
the  company  and  required  the 
resignation  of  all  APL  directors. 
Fortuitously,  the  post  of  SPGC 
vice  chairman  was  also  up  for 
grabs,  a  move  which  paved  the 
way  for  Mr  Taylor  to  take  over 
the  chairmanship  from  Graeme 
Millar  in  1994. 

A  modest  man 

Ask  Andrew  Taylor,  Glasgow 
proprietor-contractor  with  two 
businesses,  whether  he  foresaw 
himself  becoming  chairman  and 
the  atmosphere  becomes 
troubled  with  modesty.  "Yes, 
it's  a  job  that  I  thought  I  would 
like  to  do  and  I  thought  I  had 
something  to  offer. 
Remuneration  affects  me  and  I 
wanted  to  be  involved  in  the 
decision-making.  Community 
pharmacy  is  my  only  business 
and  it's  my  livelihood. 

"Contractors  often  say  of 
their  pay  negotiators,  'You 


don't  know  anything  about 
what's  happening  to  pharmacy 
on  a  day  to  day  basis',  and  I 
admit,  by  the  very  nature  of 
this  job,  I  struggle  to  spend  as 
much  time  in  my  shops. 

"But  I'd  like  to  think  that  if 
one  [a  contractor]  comes  on 
with  a  problem,  then  it's 
something  that  I  can  readily 
relate  to;  I've  been  leap- 
frogged, I've  dispensed  for 
addicts  on  a  daily  basis,  I've 
been  involved  with  contract 
applications  that  I've  lost. 

"What  I  didn't  know  was 
whether  the  members  would 
deem  those  suitable  qualities 
for  a  chairman." 

SPGC's  role 

According  to  Mr  Taylor,  the 
SPGC  has  a  clearly  defined,  but 
often  misunderstood,  role. 

"We  are  the  body  recognised 
by  the  secretary  of  state  for 
Scotland  as  being  represent- 
ative of  chemist  contractors  in 
respect  of  terms  and  conditions 
of  service  for  the  provision  of 
NHS  Pharmaceutical  Services," 
he  says.  "In  addition,  we 
monitor  the  accuracy  of 
contractors'  payments  through 
the  Central  Checking  Unit 
which  checks  the  pricing  of 
more  than  3  per  cent  of 
prescriptions  annually. 

"On  an  on-going  basis  we 
also  represent  contractors' 
interests  across  the  broadest 
possible  range  of  bodies, 
including  the  Scottish  Office, 
health  boards  and  social 
services  departments,  but  by 
the  nature  of  things,  much  goes 
on  behind  the  scenes  which 
cannot  be  reported  to 
contractors  until  conclusions  are 
reached."  This  sometimes 
results  in  quite  unfounded 
criticism  of  inactivity,  he  says. 

"In  my  early  days,  I  naively 
believed  there  should  be  more 
quality  information  coming  to 
the  contractors  and  that  the 
organisation  itself  ought  to  be 
communicating  better. 

"But  as  I've  got  more  and 
more  involved,  I've  realised  that 
can't  be  done.  While 
communications  have  improved 
over  the  last  10-15  years,  there's 
still  so  much  that  can't  be  said 
because  of  the  confidential 
nature  of  the  correspondence 
between  ourselves  and  the 
paymasters." 

Contractors  can  also  have 
unrealistic  expectations  of  what 
the  SPGC,  as  their  pay 
negotiator,  can  possibly 
achieve.  "Whether  it's  the 
Scottish  Office  or  whether  it's 
the  Department  of  Health,  they 
have  an  agenda  which  we  can 
influence  —  but  it's  an  entirely 
different  matter  to  alter  that 
course,"  says  Mr  Taylor. 

"Scotland  deals  with  the 
SHHD  but  it's  naive  to  think 
that  the  Scottish  Office  can 
decide  to  do  x,y  or  z  for  Scottish 


pharmacy  on  top  of  the 
national  terms  of 
remunerations.  They  are  simply 
just  not  in  the  situation  to  offer 
5  per  cent  against  the  3  per 
cent,  even  if  they  wanted  to. 
The  UK  Treasury  is  holding  the 
watching  brief. 

"Somehow  I  need  to  find  a 
way  to  communicate  to 
contractors,  given  the  caveat  of 
confidentiality,  that  we  are 
doing  our  damnedest  to 
achieve  things.  But  we  are  part 
of  public  sector  pay  and  it's  our 
job  to  make  sure  we  get  the 
best  share  we  can  of  that." 

Shifting  position 

Another  hurdle  for  the  SPGC  to 
cross  is  that  of  the  changing 
role  of  the  pharmacist.  After  all, 
says  Mr  Taylor,  "as  new 
activities  develop  —  or  as  they 
are  imposed  upon  us  by  the 
Governmental  agenda  —  we 
must  try  to  ensure  that  new 
money  is  found". 

But,  if  the  SPGC  and 
ultimately  pharmacy  is  to 
succeed,  negotiations  must  be 
based  around  reality. 

"Pharmacy  should  recognise 
that  the  pressures  under  which 
it  is  working  are  no  different 
from  those  felt  by  other  health 
professionals,  including 
dentists,  opticians  or  nurses. 

"Pharmacy  is  not  unique  in 
having  had  its  structure  altered. 
Pharmacy,  too,  may  have  a  lot 
of  economic  problems,  but  the 
number  of  pharmacies 
subjected  to  bad  debt  over  the 
recession  is  minimal. 
Contractors  have  a  guaranteed 
payer  for  what  is  the  major  part 
of  most  pharmacies'  incomes. 

"I'm  not  trying  to  sound  like 
pharmacists  are  doing 
magnificently  —  gross  profit 
percentages  are  an  important 
indicator  for  the  bank  manager 
—  but  not  for  the  Scottish 
Office.  Net  remuneration  is  a 
more  important  message  to  get 
across." 

Next  month,  Andrew  Taylor 
finishes  his  first  year  in  the 
SPGC  hot  seat  with  one 
message  still  to  get  over. 

"We  have  to  acknowledge 
that  we  are  part  of  the  NHS 
and,  therefore,  subject  to  its 
targeted  efficiency  savings.  But 
I  believe  further  efficiency 
savings  cannot  be  achieved. 

"Over  the  past  two  to  three 
years,  the  volume  of  dispensing 
has  increased  without  there 
being  corresponding  increases 
in  the  global  sum.  Year  on  year, 
we  do  more  and  more 
prescriptions  and,  in  addition, 
have  extended  roles  to  achieve. 

"If  nothing  else,  I  would  like 
to  strive  for  recognition  that, 
under  current  policies,  service 
quality  cannot  be  maintained. 
At  some  stage,  new  monies 
need  to  be  found." 

A  tall  order,  maybe,  but  no 
problem  for  an  Irn  Bru  drinker. 
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PRESCRIBING  INFORMATION 
Presentation  A  white  cream  containing 
1.0%  Clotrimazole  BP  and  1.0% 
Hydrocortisone  PhEur. 
Uses  Clotrimazole  is  a  broad  spectrum 
antifungal  agent.  It  also  exhibits  activity 

against  Trichomonas,  Staphylococci, 
Streptococci  and  Bacteroides,  It  has  no 
effect  on  lactobacilli.  Hydrocortisone 

has  a  vasoconstrictive  effect,  thus 
reducing  inflammation  and  oedema 
and  also  has  an  antipruritic  effect. 
Canesten  HC'\s  indicated  for  die  treatment 
of  the  following  skin  infections  where 
co-existing  symptoms  <>f  inflammation, 
e.g.  itching,  require  rapid  relief; 
1.  All  derma tomycoses  due  to 
dermatophytes,  (e.g.  frichophyton 
species),  moulds  and  other  fungi. 

2.  All  dermatomycoses  due  in  yeasts 

(Candida  species). 

3.  Skin  diseases  showing  secondary 

infection  withthese  fungi. 
4.  The  treatment  of  nappy  rash  where 
infection  due  to  Candida  albicans  is 
present.  Candidal  vulvitis,  candidal 
balanitis  and  candidal  intertrigo. 

Dosage  and  administration 
Canesten  HC should  be  thinly  and 
evenly  applied  to  the  affected  area  twice 

daily  and  rubbed  in  gently. 
Contraindications  Hypersensitivity  to 

any  of  the  ingredients. 
Warnings  and  precautions  As  with  all 
corticosteroids,  long-term  continuous 
■therapy  to  extensive  areas  of  skin  should 
be  avoided,  particularly  in  infants  and 
children.  In  infants  the  napkin  may  act 
as  an  occlusive  dressing  and  increase 
absorption.  Treatment  should  be  for  a 
maximum  period  of  7  days. 
Side-effects  Rarely  patients  may 
experience  local  mild  burning  or 
irritation  immediately  after  applying  the 
(cream.  Very  rarely,  the  patient  may  find 
this  irritation  intolerable  and  stop 
treatment.  Hypersensitivity  reactions 
may  occur. 
Use  in  pregnancy  Topical 
administration  of  corticosteroids  to 

pregnant  animals  can  cause 
abnormalities  of  foetal  development. 
jThe  relevance  of  this  to  humans  has  not 
<    been  established.  In  animal  studies 
.   clotrimazole  has  not  been  associated 
)  with  teratogenic  effects  but  following 
■oral  administration  of  high  doses  to  rats, 
j  there  was  evidence  of  foetotoxicity.  The 
relevance  of  this  effect  to  topical 
application  in  humans  is  not  known. 
However,  clotrimazole  has  been  used  in 
pregnant  patients  tor  over  a  decade 
without  attributable  adverse  effects. 
It  is  therefore  recommended  that 
Canesten  HC  should  be  used  in 
pregnancy  only  when  considered 
necessary  by  the  clinician. 
Accidental  oral  ingestion  In  the  event, 
routine  measures  such  as  gastric  lavage 
snould  be  performed  as  soon  as  possible 
after  ingestion. 
Pharmaceutical  precautions 
Store  in  a  cool  place. 
LegaJ  category  POM 
Further  information  Nil 
Package  quantities  and  basic  NHS  cost 
Tubes  containing  30g;  £2.25. 
Produce  licence  number 
PL00 10/0 120. 
Date  of  preparation  December  1994. 
Reference 
1.  Jaffe  GV  and  Grimshaw  JJ. 
Pharmatherapeutica  1985;  4  (5):  314-318. 
Further  information  is  available  from: 
Bayer  pic.  Pharmaceutical  Division, 
Bayer  House,  Strawberry  Hill,  Newbury, 
Berkshire  RG13  1JA. 
Telephone  (0635)  39000 
©Bayer  pic,  December  1994 
©Registered  trademark  of  Bayer  AG 
Bayer  and       are  registered 
trademarks  of  Bayer  AG 

Bayer 
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Canesten  HC. 
Have  we  gone  a 
little  potty? 


Thankfully  no,  but  we  are  pleased  to  say 
that,  from  a  cost  point  of  view,  Canesten  HC 

is  now  an  even  more  attractive  solution  to 
the  problem  of  candidal  nappy  rash  associated 
with  inflammation'.  And,  of  course,  Canesten  HC 

is  still  an  attractive  solution  for  mums  and 
dads  who  appreciate  a  speedy  return  to  normality. 
When  it  comes  to  Canesten  HC,  remember, 
nothing  has  changed  except  the  price. 


clotrimazole  and  hydrocortisone 

Just  the  job  for  candidal  nappy  rash  associated  wirh  inflammation. 


WHERE  TWO  GREAT  POWERS 


: 


The  proven  power  of  ibuprofen.  The  established  power  of  codeine.  By  bringing  ther 
together  in  a  unique  combination,  new  Nurofen  Plus  gives  you  an  ideal  recommendatioi 
when  extra-strength  pain  relief  is  called  for:  migraine,  tension  headache,  cramping  perio'j 
pain,  post-operative  dental  pain,  neuralgia,  sciatica,  lumbago  and  rheumatic  pain. 

ADVANCED  DUAL  ACTION  F 


urofen  Plus.  Ibuprofen  BP.  Codeine  Phosphate  BP. 

oduct  Information:  Each  tablet  contains  ibuprofen  BP  200mg  and  codeine  phosphate  BP  1 2.5mg  Indications:  Effective  in  the  relief  of  migraine,  headache 

muscular  pain,  backache,  fevenshness,  symptoms  of  cold  and  influenza.  Dosage  and  Administration:  Adults  and  12  years:  i  en  with  water, 

ablets  every  4-6  hours  Do  not  exceed  6  tablets  in  24  hours  Precautions  and  Warnings:  As  with  si    e  other  pain  relievers.  Nuro  e  taken  by  pa 

■mach  disorders  or  hypersensitivity  to  ibuprofen  or  codeine  Patients  receiving  regular  medication,  asthmatics,  anyone  allergic  to  aspinn,  and  pregnant  women  should  be  advised  to  consult  - 
ir  doctor  before  taking  Nurofen  Plus  In  normal  use,  side  effects  are  very  rare,  but  may  occasionally  include  dyspepsia,  gastrointestinal  intolerance  and  bleeding,  constipation,  nausea,  st  ir  ffil^R^nSfc 
hes,  depending  on  dosage  and  individual  susceptibility  Not  recommended  for  children  under  1 2  If  symptoms  persist  for  more  than  7  days,  patients  st       3e  advised  to  c  Y*Ww5fej<? 
oduct  Licence  Number:  PL0327/0082  Licence  Holder:  Crookes  Healthcare  Ltd,  Nottingham  NG2  3AA.  Legal  Status:  P  Price:  i;  £3.39  Date:  Jar  ifiOs^^^ 


TR A- STRENGTH   PAIN  RELIEF 


Face  values 


The  skin  care  market 
may  continue  to  throw 
up  innovation  after 
innovation,  but  the  fact 
is  that  the  market  only 
grew  by  2.8  per  cent 
last  year  and 
penetration  has 
dropped  in  most  age 
groups.  Liz  Jones 
reports 

With  an  ageing  population  and 
the  amount  of  anti-wrinkle 
creams  out  there,  you  would 
think  the  skin  care  market 
would  be  in  the  ascendancy. 
But  recent  data  from  Taylor 
Nelson  Personal  Care  suggest 
that  penetration  has  dropped 
in  most  age  groups  — 
consumers  are  buying  less. 

Taylor  Nelson's  Dave 
Buckingham  explains:  "We  had 
thought  that  the  cleansing 
market  would  continue 
growing  with  the  switch  away 
from  soaps  to  facial  washes  — 
but  that's  halted.  The  decline  in 
the  use  of  make-up  has  had  a 
knock-on  effect  on  cleansers 
and  we  have  found  a  growing 
number  of  consumers  using 
water  by  itself  for  cleansing. 

"Cleansing  is  key  to  the 
market  and  while  penetration 
may  be  in  decline,  usage  is 
steady.  What  seems  to  be 
happening  is  that  regular  users 
are  using  products  more 
frequently  and  it's  the  less 
frequent  users  who  are 
dropping  off." 

This  trend  is  reflected  in 
moisturisers,  too.  With 
negligible  growth  of  2.8  per 
cent  (year  on  year  —  summer 
'93/summer  '94),  penetration  is 
steady  and  far  from  dramatic.  It 
shows  that  those  who  already 
use  moisturisers  are  just  using 
more. 

So  what  are  manufacturers 
doing  about  it?  How  are  they 
attempting  to  grow  a  market 
currently  valued  at  £364.7 
million? 

Back  to  basics 

After  the  flurry  of  AHA-led 
products  last  year,  this  year 
companies  seem  to  be  going 
back  to  basics  and  pushing  for  a 
return  to  the  three-step 
regimen:  cleanse,  tone  and 
moisturise. 

Again  action  has  been 
stimulated  by  the  trickle-down 
effect  from  the  premium 
market  which  instigated  the 
move  late  last  year.  Estee 
Lauder,  Christian  Dior,  Utima  II 
and  Elizabeth  Arden  all 
launched  new  cleansing  lines. 
Ultima's  was,  in  fact,  called  'The 
Basics'. 
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Elizabeth  Arden's  entry,  'Spa 
Skincare',  is  a  nine-product 
treatment  line  which  it  says 
"provides  a  simple  three-step 
daily  programme  which  can  be 
customised  for  every  skin  type". 
Cleansing  products  nave  moved 
far  from  the  'glorified  make-up 
remover'  of  old. 

This  year  at  the  mainstream 
end  of  the  market,  Elida  Gibbs 
is  adding  dynamism  to  the 
market  with  the  launch  of  four 
new  cleansing  products.  "We 
have  waited  to  launch  our  new 
Pond's  Cleansers  range  until  we 
were  able  to  offer  genuine 
innovation  combined  with  real 
efficacy,"  says  Jackie  Rado,  skin 
category  manager.  "In-depth 
consumer  research  undertaken 
by  the  Pond's  Institute  has 
revealed  that  women  are 
unmotivated  by  the  current 


offerings  available  in  the 
cleansing  area,"  she  adds.  And 
with  Pond's  introductions,  it  is 
indeed  going  after  three 
different  types  of  consumer: 
the  functional,  precious  and 
agonised. 

Functional  consumers  are 
self-explanatory.  They  don't 
need  frills  and  fancy  packaging. 
Precious  consumers  are  more 
thoughtful  when  it  comes  to 
their  skin  care  but  are  wary  on 
price.  Agonised  consumers  will 
buy  and  try  anything  at  any 
price  in  the  hope  of  miracle 
promises.  Therefore  with  its  mix 
of  products,  Elida  Gibbs  is 
hopefully  trying  to  entice  new 
users,  as  well  as  regular, 
frequent  users. 

The  most  revolutionary 
product  is  the  Self  Foaming 
Cleanser  (£4.99)  which  is  an 


aerosol  product,  transforming 
from  a  clear  liquid  to  a  light 
foam  on  application.  It  contains 
three  AHAs  plus  vitamin  E.  This 
targets  what  Gibbs  calls  the 
'precious'  skin  care  user. 

Pond's  Fresh  Start  Daily  Wash 
(£.3.59)  is  the  next  step  down,  if 
you  like.  A  soap-free  facial 
cleanser  which  contains 
micro-beads  and  AHAs  to 
remove  tired  surface  cells.  Then 
there's  the  Cleansing  Milk  and 
Toner  in  One  (£2.99)  which 
targets  a  more  functional  user, 
as  does  Pond's  Face  Wash  Gel 
(£2.39).  The  launch  is  to  be 
supported  by  a  total  spend  of 
£3.4m  this  year  (£2. 5m  of  which 
focuses  specifically  on  the 
company's  Self  Foaming  Facial 
Cleanser). 

L'Oreal  isn't  resting  on  its 
laurels  either.  It  has  recently 
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The  latest  additions  to  the  Skin 
ICare  Plus  range  are  an  evening 
primrose  oil  cream  and  an  after 
sun  lotion.  The  range  prides  itself 
on  value  for  money  (a  14oz  tub 
retails  at  £2)  and  quality.  Jedmon 
Products  UK  Ltd.  Tel:  01204 
846677 

introduced  cleansing  extensions 
to  its  Plenitude  range  — 
Clarif y-A3 .  There  is  a  cleansing 
milk,  revealing  toner  and 
smoothing  scrub  (all  priced 
around  £3.39)  with  a  patented 
iformula  based  on  the 
moisturising  benefits  of  triple 
jfruit  acids. 

12  in  1s  again 

Many  companies  are  tackling 
the  cleansing  market  with  2  in  1 
products  —  Pond's  new  range 
offers  a  milk  and  toner  in  one, 
as  does  Roc  with  its  Cleanrer 
and  Fresher.  But  it  is  the 
soap/syndet  bar  which  is 
making  greatest  inroads  here. 
Lever  Brother's  Dove  started 
the  trend  and  was  quickly 
followed  by  Procter  &  Gamble's 
iBar  of  Ulay  and 
Colgate-Palmolive's  Wash  & 
Creme.  These  bars  are  basically 
milder  alternatives  to 
traditional  soaps  and  have 
great  appeal  to  the  large 
number  of  consumers  who  still 
prefer  to  use  soap  and  water  to 
cleanse.  The  latest  entry  is 
Cussons  with  its  Imperial 
Leather  Extra  Care.  Positioned 
as  suitable  for  the  whole  family, 
it  contains  one-quarter 
moisturising  cream. 

While,  the  advent  of  the 
facial  wash  shook  up  the  bar 
market  in  the  late  Eighties, 
washes  are  now  in  decline.  They 
are  now  considered  a  standard 
item  in  all  major  skin  care  lines 
and  therefore  growth  is  limited. 
The  same  applies  to  facial 
scrubs  which  once  took  the 
market  by  storm  —  when  Aapri 
hit  the  market  —  but  have  now 
become  a  standard  skin  care 
feature.  According  to  Mintel, 
facial  scrubs  and  washes  are 
preferred  by  younger  women, 
accounting  for  33.1  per  cent  of 
the  total  user  market. 

More  moisture 

According  to  Vince  Pender, 
general  manager  of  Roc 
Laboratories,  by  the  year  2001, 
two-thirds  of  the  UK  female 


population  with  be  over  30 
years  of  age  and  currently  4  per 
cent  of  women  aged  16-64  use 
anti-ageing  products.  Five  per 
cent  use  products  to  delay  the 
signs  of  ageing.  Indeed,  the 
aim  to  retain  youthful  skin  is 
still  one  of  the  main  pushes  in 
moisturisers.  None  more  so 
than  Roc's  latest  product 
introduction,  Retinol  Wrinkle 
Resolution. 

The  company  has  achieved  a 
world  first  by  successfully 
stabilising  retinol  (vitamin  A)  in 
its  pure  and  active  form.  The 
product  which  is  packaged  in 
an  aluminium  tube  to  preserve 
its  formula,  claims  to  totally 
clear  fine  lines  after  three 
months'  regular  use.  Deeper 
wrinkles  become  less 
noticeable,  too. 

Nivea  is  targeting  the 
moisturising  needs  of  the  30-55- 
year-old  woman  with  its  newest 
addition  to  the  Nivea  Visage 
range:  Firming  Day  Creme  with 
Natural  AHA  Complex. 
According  to  the  company,  the 
AHA  complex  has  a  dual  action: 
the  combination  of  lactic  acid, 
extract  of  Passionflower  and 
Lemon  speeds  up  the  removal 
of  dead  cells,  which  in  turn 
stimulates  the  production  of 
new  skin  cells,  allowing  the 
moisturising  ingredients  to 
penetrate  more  easily  — 
resulting  in  firmer,  even-toned 
skin.  Nivea  is  supporting  the 
launch  with  a  £2. 4m  TV  and 
press  campaign  which  breaks  in 
March. 

Revlon  has  relaunched  its 
Eterna  27+  which  holds  "the 
secret  of  eternally  youthful 
skin".  It  also  holds  a  number  of 
secret  ingredients  —  the 
Eternagen  Complex  —  which 
helps  the  skin  to  maintain  the 
quality  of  cell  reproduction 
(which  usually  deteriorates  in 
older  skin). 

And  Laboratoires  Garnier's 
latest  addition  to  its  Synergie 
line  is  Wrinkle  Lift.  This  aims  to 
repair  and  condition  skin  by 
means  of  natural  hydroxy 
ceramides  taken  from 
sunflowers. 


Combination  skin  (dry  with 
some  oiliness  in  the  T-zone)  is  a 
much  easier  problem  to  solve 
than  ageing,  and 


manufacturers  are  active  here, 
too.  According  to  statistics,  21 
per  cent  of  women  have 
combination  skin,  but  Vichy 
says  that  dermatologists  believe 
that  in  fact  two  out  of  three 
women  have  combination  skin. 
Combination  skin  results  from 
an  imbalance  in  the  production 
and  distribution  of  sebum, 
lipids  and  water. 

Vichy  addresses  this  problem 
in  its  recently-launched 
Adaptive  moisturiser  The 
product  is  patented  and 
incorporates  an  exclusive  skin 
balancing  system  which  helps 
the  skin  regain  its  ideal  balance 
of  lipids  and  water.  By  targeted 
distribution  of  the  balancing 
ingredients  (natural  hydrating 
honey  sugars,  softening  lipids 
.iiicl  pkint  proteins)  Adaptive 
works  to  control  the  different 
areas  of  combination  skin.  The 
product's  launch  is  being 
supported  in  independents  with 
window  showcards,  counter 
merchandisers,  sample  sachet 
dispensers  and  shelf  talkers. 


Elida  Gibbs  plans  to  support  the 
launch  of  its  cleansers  with  a  total 
spend  of  £3. 4m  during  the  course 
of  this  year.  Elida  Gibbs  Ltd.  Tel: 
0171  486  1200 

Neutrogena,  too,  addresses 
the  problem  with  its  Balanced 
Moisture  range  which  comes  in 
a  cream,  lotion,  tinted 
moisturiser,  replenishing  cream 
and  eye  cream. 


Mintel's  latest  research  delves 
into  the  reasons  why 
consumers  buy  the 
moisturisers  they  do. 

Non-animal  testing  and 
price  are  the  two  most 
important  reasons  cited  by 
almost  half  the  respondents  in 
the  survey.  Less  important  as  a 
reason,  interestingly,  is  the 
presence  of  natural 
ingredients  which  is  often 
compatible  with  a  cruelty-free 
image. 

Hypo-allergenic  emerged  as 
the  third  most  important 
reason.  This  reflects  the 
increasing  trend  for  allergy 
tested  skin  care  products  at 
both  ends  of  the  market. 

Brand  loyalty  is  an 
important  consideration  with 
27  per  cent  of  respondents 
claiming  always  to  purchase 
the  same  brand.  Purchasing  a 
well  known  brand  name  is 
equally  important,  although 
this  does  not  necessarily  have 
to  be  an  exclusive  brand,  such 
as  Clinique  or  Lancome,  which 
just  8  per  cent  of  respondents 
thought  to  be  important. 

Special  offers  and 
promotions  feature  strongly 
with  19  per  cent  of  all 
responses.  Own-label  is  an 
important  part  of  the  mix, 
too,  with  17  per  cent  citing  it 
as  a  reason  for  purchase. 

And  when  it  comes  to 
function,  added  sun 
protection  has  clearly  become 
important  for  many 
consumers,  with  15  per  cent 
saying  this  is  important  to 
them. 


Latest  addition  to  the  Nivea  Visage  range  is  Firming  Day  Creme  with 
Natural  AHA  Complex.  With  its  anti-wrinkle  and  skin  firming  proposition, 
Nivea  is  targeting  women  aged  between  30-55  years.  Smith  &  Nephew 
Consumer  Products  Ltd.  Tel:  0121  327  4750 
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The  Simple  range  of  cleansing 
products  has  been  specifically 
formulated  to  be  suitable  for  all 
skin  types,  even  the  most  sensitive. 
Smith  &  Nephew  Consumer 
Products  Ltd.  Tel:  0121  327  4750 
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Oil  of  Ulay  Beauty  Fluid  (P&G) 
Crookes  (Crookes) 
Vaseline  (Elida  Gibbs) 
Johnsons  Baby  (J&J) 
Synergie  (Gamier) 


Procter  &  Gamble 
Boots 
Elida  Gibbs 
Johnson  &  Johnson 
Gamier 


Chemists  48.6 
Drugstores  15.7 
Total  grocers  28.5 
Multiple  grocers  26.5 
All  others  7.2 
Source:  AGB  Superpanel 
(w/e  December  18,  1994) 


Imperial  Leather  Extra  Care 
contains  one-quarter  moisturising 
cream  and  is  positioned  as  suitable 
for  the  whole  family.  Cussons  (UK) 
Ltd.  Tel:  0161  7926111 


Wrafton  Laboratories  launched  its 
Bamm  range  of  skin  care  products 
last  year  for  price  sensitive 
consumers  with  sensitive  skins. 
The  range  includes  a  rich  dry  skin 
cream,  an  intensive  hand  and  body 
lotion  and  a  hand  and  nail  lotion. 
Wrafton  Laboratories.  Tel:  01271 
815815 


By  value  (£000s)  364,753 
By  volume  (000s  units) 
174,237 


Baby  products  8.8 
Cleansers  28.8 
Facial  moisturisers  28.3 
General  purpose  19.4 
Hand  preparations  7.7 
Lip  preparations  2.8 
Petroleum  jelly  1 .3 
Toners  3.7 

Source:  AGB  Superpanel 
(w/e  December  18,  1994) 


Let's  get  clinical 

%  cording  to  Maoild.,  5!!ie  medicated  skin  care 
sector  makes  up  8  per  cent  of  the  total  skin  care 
market,  and  that  figure  looks  set  to  grow  in  the 
future,  says  Liz  Jones 

Medicated  skin  care  used  to  be 
a  market  associated  at  the 
beauty  end  with  acne-solving 
products  such  as  Biactol,  Oxy10 
and  Clearasil.  But  the  market 
has  come  along  a  lot  since 
then  ... 

It  is  a  sector  which  has  shown 
healthy  growth,  despite  the 
decline  in  the  number  of 
teenagers  in  the  population. 
The  consumer  base  has 
widened  as  both  younger  and 
older  women  are  using 
medicated  facial  cleansers  and 
lotions  for  limited  periods,  and 
some  products  are  also  targeted 
at  them,  says  Mintel.  Indeed, 
the  Nineties  ethos  of  'looking 
good,  being  healthy'  has  also 
influenced  this  market. 

On  the  spot 

Solutions  to  spots  are  still  a 
major  part  of  the  medicated 
sector.  Rimmel  launched  Clear 
Complexion  last  year,  clearly 
targeting  a  younger  user.  This  is 
a  range  of  five  products, 
featuring  a  facial  wash, 
moisturising  lotion,  foundation, 
concealer  and  powder  that 
combine  the  benefits  of  a  skin 
treatment  range  with  the 
coverage  of  colour  cosmetics. 
Each  formulation  contains 
Dermacheck,  an  active 
ingredient  specially  developed 
by  Rimmel,  that  prevents 
bacteria  from  building  up  on 
the  surface  of  the  skin  and  so 
discourages  spots  and  blemishes 
from  forming  while  helping  to 
keep  skin  shine-free  for  up  to 
six  hours.  Rimmel  believes  it  has 
created  a  new  product  category 
with  the  range  and  is  backing  it 
this  year  with  a  £500,000  print 
media  advertising  campaign. 
The  company  is  also  hoping  to 
encourage  trial  I  ing  with  a 
number  of  both  above  and 
below  the  line  promotional 
activities. 

Neutrogena,  renowned  for  its 
straightforward,  no-nonsense 
approach  to  skin  care,  has  also 
been  active  in  the  medicated 
marketplace.  It  recently 
introduced  Neutrogena 
Medicated  Moisture,  a  light, 
non-greasy  lotion  which 
provides  the  essentials  of 
moisturising  while  helping 
prevent  spots.  Its  active 
ingredient  is  triclosan  which 
works  with  the  skin's  natural 
defences  to  kill  the  acne 
bacteria. 

The  La  Formule  range  (Spot 
Pen,  Preventative  Face  Wash 
and  Protective  Lotion)  boasts 
that  it  is  the  first  mass  market 
solution  for  problem  skin  using 
only  natural  ingredients.  "La 
Formule  are  the  only  problem 
skin  care  products  which  do  not 
contain  benzoyl  peroxide, 
triclosan  or  similar  chemical 
ingredients,"  says  Brian  Arstall, 
Bioconcepts'  managing 
director.  La  Formule  uses  only 
essential  oils.  The  company  is 
currently  promoting  the  brand 


through  doctors'  surgeries 
using  posters  and  leaflets. 
Supported  by  an  A1  poster 
featuring  the  strapline  'Why 
subject  your  skin  to  chemical 
warfare?',  the  leaflet  draws 
attention  to  the  advantages  of 
fighting  spots  naturally. 

More  mainstream 

The  broadening  appeal  of  the 
sector  has  allowed  more 
medicinal  brands  to  attack  the 
market.  Indeed  we  are  seeing 
massive  PR  pushes  for  E45 
(Crookes),  Balneum  and 
Unguentum  Merck  (Whitehall 
Laboratories).  Basically, 
problem  skin  is  no  longer  just 
acne  —  but  dry  skin  (including 
eczema). 

And  while  skin  care  products 
have  always  targeted  certain 
skin  types  (dry,  oily,  etc)  today 
they  are  more  about  solving 
'problem'  skin  conditions.  A 
product  is  no  longer  simply  for 
dry  skin,  but  sets  about  trying 
to  'normalise'  it. 

The  problem  of  dry  skin  is 
now  a  target  market  for  both 
mainstream  skin  care  ranges 
and  the  more  medicinal  lines. 
For  example,  Revlon's  Dry  Skin 
Relief  range  now  has  an 
Intensive  Moisturising  Body 
Treatment  which  is  enriched 
with  MoistuDerm,  a  zinc 
oxide-based  ingredient.  This  is 
up  against  such  products  as 
Cream  E45  which  is  steadily 
entering  the  cosmetic 
mainstream,  without  losing  its 
clinical  heritage.  Indeed,  the 
cream  (which  has  been  around 
since  the  mid-50s)  was  voted 
best-established  body  care 
product  by  New  Woman. 

Balneum,  Balneum  Plus  bath 
treatments  and  Unguentum 
Merck  cream  have  also  been 
taking  a  more  mainstream 
approach  to  their  marketing 
with  regular  half-page 
advertisments  in  the  national 
press.  Last  September, 
Whitehall  Laboratories 
introduced  new 
non-prescription  packs  for 
Pharmacy  only  distribution. 

With  this  broadening  of  the 


discussion  of  skin  problems  has 
come  the  idea  of  'protecting 
the  skin'.  Laboratoires  Gamier 
has  successfully  introduced 
Neutralia  which  boasts  'dermo- 
protection'  and  Sara  Lee  is  to 
relaunch  Sante  as  Sanex  with  a 
similar  proposition. 

Cuticura  has  recently 
relaunched  with  a  'Hygiene 
Plus'  tag.  "The  use  of 
anti-bacterial  ingredients  in 
general  handwash  products  and 
for  topical  use  in  facial 
preparations  is  well  recognised. 
However,  Cuticura  Hygiene  Plus 
Active  Protection  bath  and 
body  products  are  a  first  in  the 
realm  of  providing  all-over 
hygiene  protection  against 
harmful  bacteria,"  says  Suzy 
Wynbergen,  Cuticura's 
marketing  manager.  The  range 
uses  Ciba-Geigy's  Irgasan  DP 
300  as  an  anti-bactericide.  It  is 
targeted  as  a  family-oriented 
range.  "The  strength  and 
quality  of  its  formulation  is 
unique,  in  that  it  tackles  the 
sort  of  hygiene  issues  not 
previously  covered  by  products 
available  on  the  general 
consumer  market,"  says  Ms 
Wynbergen.  Until  now,  any 
anti-bacterial  handwash  that 
offered  Cuticura's  level  of 
assurance  (such  as  killing  E  coli, 
salmonella  typhimurium  and 
staphylococcus  aureus  on 
contact)  has  only  been  available 
on  prescription. 

There  are  many  alternative 
options  for  those  seeking 
healthy  skin. 

Tisserand  promotes  essential 
oils  for  cleansing  and 
moisturising.  For  deep 
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Potter's  Skin  Clear  range  combines 
lotions  with  supplements  to 
promote  dermatological  health 
from  within.  Potter's  Herbal 
Medicines.  Tel:  01942  34761 


Exemeeze  and  Exemeeze  Plus 
contain  5  per  cent  coal  tar  and  are 
available  in  lOOg  tubs  retailing  at 
£3.20.  M&S  Pharmaceuticals  Ltd. 
Tel:  0181  644  8465 
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All  year  round  press  advertising.  In-store  trials.  Sample  deliveries  to  new 
Mums. The  support  of  midwives  and  health  visitors  everywhere. You'd  be  wise  to 

put  an  order  in  now-this  new  baby's  going  to  grow  up  very  fast.  For  more 
linformation,  please  contact  Zyma  Healthcare  Sales  Service  Dept.  on  0306  742  800. 
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moisturising  the  company 
suggests  two  drops  of 
sandalwood,  two  drops  of 
carrot  seed  and  two  drops  of 
geranium  blended  in  10-15mls 
of  a  suitable  carrier  oil  such  as 
sweet  almond  or  avocado. 
Power  Health  also  distributes  a 
wide  range  of  carrier  oils  and 
essential  oils  under  the 
Biocosmetics  branding. 

Herbal  medicine 
manufacturer  Potter's  has  its 
Skin  Clear  range  which 
combines  a  cleansing  lotion, 
ointment,  soap  and  Skin  Clear 
Tablets.  The  tablets  promote 
dermatological  health  from 
within  and  contain  extract  of 
echinacea,  traditionally  valued 


as  an  antiseptic  and  blood 
purifier,  claims  the  company. 

Pharma  Health  &  Beauty  also 
takes  a  'skin  care  from  within' 
approach  with  its  Nourelle 
dietary  supplement.  This  is  a 
compound  of  extracts  from  the 
cartilage  of  deep  sea  fish  found 
in  the  Pacific,  blended  with 
vitamins  and  organic  silica. 
Nigel  Fawkes,  managing 
director  of  Pharma  Health  & 
Beauty  UK,  believes  Nourelle 
will  revolutionise  skin  care: 
"Everything  indicates  that  the 
efficacy  of  this  product  is  in  a 
different  league  from  creams 
and  gels,"  he  says.  The  results 
of  studies  in  The  Journal  of 
International  Medical  Research 
evaluated  before  and  after 
measurements,  showing 


improvements  in  the  overall 
skin  condition  of  people  taking 
two  Nourelle  tablets  a  day  over 
a  three-month  period. 

Larkhall  Green  Farm  markets 
W5,  a  nutritional  supplement 
based  on  a  Dr  J  F  Kapps'  skin 
cell  DNA  and  RNA  research  plus 
trace  minerals  and  vitamin  E. 


Although  Cream  E45  was  originally  introduced  as  an  emollient  for  treating 
dry  skin  associated  with  chronic  problems,  such  as  dermatitis,  psoriasis, 
eczema  and  ichthyosis,  more  and  more  people  are  using  it  as  a 
multi-purpose  moisturiser.  Crookes  Healthcare  Ltd.  Tel:  0115  950743 1 


Unguentum  Merck  is  an  ambiphilic 
topical  preparation,  which  means 
that  it  is  soluble  in  both  oil  and 
water.  It  therefore  has  the 
effectiveness  of  an  ointement  but 
in  a  cosmetically-appealing  cream 
formulation.  Non-prescription 
packs  became  available  last  year. 
Whitehall  Laboratories.  Tel:  01628 
669011 


Viva 


Maurice  Hickling, 
cosmetics  & 
pharmaceuticals  sales 
manager  Roche 
Products,  argues  that 
vitamins  have  a  serious 
influence  in  therapeutic 
skin  care 

Over  the  years  a  substantial 
amount  of  data  has  been 
produced  showing  that  a 
number  of  vitamins  can  affect 
the  skin  when  used  topically. 
The  effects  on  the  skin  are 
many  and  varied  but  all  of 
them  depend  on  the  absorption 
of  the  vitamins  into  the 
epidermis  or  upper  dermis. 

Papers  showing  that  the 
three  main  vitamins  in  skin  care 
(Panthenol,  vitamin  E  and 
vitamin  A)  penetrate  the  skin, 
are  readily  available  '  1 5  Once  it 
has  been  established  that  the 
vitamins  penetrate  the  skin  the 
most  common  usage  is  for 
moisturisation.  D-Panthenol  is 
well  known  for  its  moisturising 
properties  in  skin  and  in  1986 
Djerassi  et  at  quoted  work  by 
Pugliese  at  the  Xienta  Skin 
Institute  which  showed  that 
topically  applied  vitamin  E  at  5 
per  cent  level  reduced  the 
transepidermal  water  loss  by  19 


Wash  E45,  an  all-over  emollient  cleanser,  and  Bath  E45,  the  long- 
ing hath  emollient,  are  just  as  essential  for  people  with  dry  skin 
>blems  as  Cream  E45. 

Used  instead  of  soap,  bath  additives  and  other  foaming 
cleansers,  thev  continue  the  good  work  begun  by  Cream  and 


Lotion  E45.  Dermatologically  tested,  free  from  detergi 
perfumes,  preservatives  and  other  known  sensitisers,  E45  procj 
complement  one  another  and  add  up  to  a  complete  emol 
programme  for  dry  skin. 

So  next  time  a  customer  asks  for  your  advice  on  a  dry 
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per  cent,  30  minutes  after 
application  and  by  24  per  cent 
after  four  days  of  twice  daily 
application.  This  study  not  only 
snowed  the  moisturising  effect 
of  vitamin  E  but  also  showed 
that  the  level  of  moisturisation 
increased  with  continual  usage 
which  distinguishes  vitamin  E 
from  the  purely  occlusive 
moisturisers. 

Anti-inflammatory 

Both  D-Panthenol  and  vitamin  E 
have  been  shown  to  have 
excellent  anti-inflammatory 
properties.  As  long  ago  as  1956, 
Tronnier  and  Linnenkohl '  and 
later  Lange"  showed  that 
D-Panthenol  reduced  the 
erythema  on  human  skin 
exposed  to  UV  light.  In  1972, 
Kamimura'  showed  that  vitamin 
E  acetate  was  effective  in 
reducing  the  erythema 
associated  with  plaster 
dermatitis. 

As  well  as  reducing  the 
erythema,  the  vitamin  E  was 
also  effective  in  preventing  the 
actual  dermatitis.  It  is  because 
of  the  anti-inflammatory 
properties  of  D-Panthenol  and 
vitamin  E  that  are  both 
frequently  used  in  sun  care  and 
after  sun  products. 

D-Panthenol  has  been  shown 
to  have  a  substantial  effect  on 
the  healing  of  minor  wounds 
caused  by  burns,  eczema,  etc. 


Because  D-Panthenol  is  an 
essential  part  of  acetyl 
co-enzyme  A,  which  is  an 
integral  part  of  healthy  skin, 
there  appears  to  be  a  local 
action  on  skin  regeneration 
when  the  product  is  applied 
topically.  Of  the  many  papers 
published  on  this  effect,  those 
by  Kline"  and  Cordier"  are 
typical.  Both  vitamin  E  and 
vitamin  A  also  exhibit  minor 
wound-healing  properties.  This 
was  shown  conclusively  by 
Miyamoto'"  in  1986  when  he 
compared  these  two  vitamins 
with  allantoin  and  aloe  vera  in 
rabbits. 

It  is  because  of  the  minor 
wound-healing  effects  of 
D-Panthenol,  vitamin  E  and 
vitamin  A  that  one  or  more  of 
these  ingredients  is  used  in 
products  such  as  nappy  rash 
creams.  In  Germany  particularly, 
most  nappy  rash  creams  contain 
D-Panthenol. 

When  skin  ages,  two  of  the 
changes  which  take  place  are  a 
thinning  of  the  dermis  and 
epidermis  and  a  loss  of 
elasticity.  In  both  of  these  cases 
vitamin  A  has  been  shown  to 
have  a  positive  effect.  The 
definitive  work  on  the  effect  of 
vitamin  A  on  skin  thickness  was 
carried  out  by  Jarrett  and 
Spearman'  in  1964  and  the 
work  has  since  been  confirmed 
by  Counts"  in  1988.  Jarrett 
commented:  "Increase  in 
epidermal  thickness  was  in  part 
due  to  more  rapid  cellular 
proliferation.  Statistical 

Continued  on  p228 


ARE  THAN  JUST  CREAM . 


ltion,  recommend  the  whole  range  to  look  after  the  whole  body. 
!  For  more  information  on  the  complete  skin  main- 
hce  programme  provided  by  the  E45  dermatological  skin 
|  range>  please  contact:  Crookes  Healthcare  Limited, 
iingham  NG7  2LJ. 


E45  DERMATOLOGICAL  SKIN  CARE 


Back  to  the  future? 

Legend  has  it  that  the  ancient  Greek  doctor  Galen 
made  the  first  emollient  using  beeswax,  almond 
oil,  borax  and  rosewater. 
So  what's  new?  asks  Liz  Jones 
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evaluation  of  the  difference  in 
mitosis  between  vitamin 
A-treated  mice  and  mice 
treated  with  solvent  only 
showed  that  this  was  highly 
significant."  In  1989,  Klecak'3  in 
the  laboratories  of  F 
Hoffman-la  Roche  in 
Switzerland  showed  that  10,000 
iu/g  of  Retinyl  Palmitate  had  a 
significant  effect  on  the 
elasticity  of  the  skin  but  that  a 
level  of  5,000  iu/g  had  little  or 
no  effect. 

In  1990,  Bissett  and  his 
co-workers"  showed  that  free 
radical  scavenging  antioxidants 
have  a  protective  effect  against 
UV  radiation  induced  chronic 
skin  damage. 

Bissett  commented:  "The 
work  reported  here  indicates 
that  a  number  of  topically 
applied  antioxidants  are 
photoprotective  against  chronic 
skin  damage  in  the  hairless 
mouse  model.  Of  the  materials 
tested,  alpha  tocopherol 
(vitamin  E)  was  the  most 
effective  and  practical.  Alpha 
Tocopherol  and  ascorbic  acid 
(vitamin  C)  were  also  effective 
in  reducing  the  occurrence  of 
skin  tumours." 

The  papers  quoted  are  just  a 
very  small  selection  of  the  many 
which  have  been  published 
since  the  Second  World  War 
showing  that  the  vitamins,  far 
from  being  only  suitable  for 
cosmetic  products,  do  have  a 
serious  influence  in  therapeutic 
skin  care.  Many  development 
chemists  and  formulators  too 
readily  dismiss  the  idea  of  using 
vitamins  as  therapeutic  agents, 
although  this  does  seem  to  be 
changing  as  a  number  of  new 
products  have  recently  been 
launched  in  this  area.  Vitamins 
are  not  superficial  ingredients 
with  just  a  moisturising  effect 
but  genuine  therapeutic  agents 
with  a  great  deal  of  claim 
substantiation  data  to  back 
them  up. 
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While  the  hype  and  glamour  of 
high-tech  beauty  products 
nowadays  may  leave  you 
reeling,  it  can  be  that  it's  the 
marketing  that's  new,  and  not 
the  product. 

Products  themselves  belie  a 
more  basic  approach  to  skin 
care.  You  could  argue  that  it's 
all  about  using  old  ingredients 
in  a  new  way  —  and  to  a 
certain  extent  you'd  be  right. 
This  is  because  we  know  more 
about  the  ingredients 
themselves.  The  more  we  know, 
the  more  we  can  innovate. 

Besides,  new  molecules  are 
extremely  rare.  Roc's  recent 
announcement  that  it  has 
developed  a  stable  and  active 
form  of  retinol  (vitamin  A)  is 
the  first  in  a  long  time. 

And  new  molecules  are 
destined  to  become  even  more 
rare  as  the  Sixth  Amendment  to 
the  EU's  Cosmetics  Directive 
ban  on  animal  testing  will  limit 
cosmetic  scientists  to  using 
ingredients  only  on  the 
approved  list.  Hence  scientists 
are  already  avidly  investigating 
ingredients  with  which  we  are 
already  familiar  for  future  uses. 

What  is  noticeable  today  is 
that  the  high-tech  approach  has 
been  adapted  to  low-tech 
ingredients.  Indeed,  if  the  story 
of  the  ancient  Greek  doctor 
Galen  is  true  and  he  did  use 
beeswax  in  the  very  first 
emollient,  then  we  haven't 
really  leapt  as  far  ahead  as 
you'd  think,  as  it  is  still  a 
common  ingredient  today. 

Petrolatum  jelly  or  paraffin 
wax  is  another  example.  Today 
it  is  the  basis  of  a  multi-million 
pound  brand  in  the  UK  for  Elida 
Gibbs  —  Vaseline  Intensive 
Care.  It  might  be  purer  and 
more  refined  than  before,  but 
it  is  still  a  mixture  of  semi-solid 
hydrocarbons  from  petroleum. 
Its  chemistry  hasn't  changed. 

Lanolin  is  a  classic  example. 


The  blend  of  natural  oils  and 
waxes  that  form  a  protective 
coating  on  sheep's  wool  was 
used  safely  for  centuries  until 
results  of  an  American  study 
were  misinterpreted  and 
lanolin  was  labelled  an 
allergen.  It  is  now  trying  to 
make  a  comeback  with  active 
PR  trying  to  dispell  the 
allergy-myth.  Boots  has  in  fact 
recently  introduced  a 
moisturiser  boasting  its  lanolin 
content. 

One  of  the  UK's  principal 
manufacturers  of  lanolin, 
Westbrook  Lanolin,  recently 
announced  the  development  of 
its  finest,  most  advanced  grade 
of  lanolin  ever  —  Medilan, 
which  it  is  recommending  for 
use  in  products  for  those  who 
suffer  from  highly  sensitive 
skin,  including  eczema. 

New  skin  care  products  on 
the  market  today  combine  the 
old  with  new.  Or  use  an  old 
ingredient  in  a  new  way.  For 
example,  putting  vitamin  E,  an 
established  ingedient,  in  a 
liposome  delivery  system,  a 
modern  concept,  gives  extra 
penetration  and  greater 
efficacy. 

Today  there  is  also  a  great 
emphasis  on  what  could  be 
termed  'natural  high-tech'  — 
new  scientific  developments 
with  natural  products.  Take 
AHAs,  for  example.  Alpha 
hydroxy  acids  are  derived  from 
such  things  as  citrus  fruits, 
sugar  cane  and  wine  —  not 
such  new  ingredients  after  all, 
but  the  biggest  trend  in  skin 
care  products  for  years. 
Technology  is  allowing 
manufacturers  to  put  such 
ingredients  to  better  and  better 
uses.  As  one  cosmetic  scientist 
put  it:  "It's  not  just  knowing 
that  certain  products  work,  it's 
about  knowing  how  they  work 
and  how  we  can  make  them 
work  better." 


A-Z  of  the 
old  &  new 

A  guide  to  principal 
skin  care  ingredients  in 
use  today 

Aloe  vera:  The  expressed  juice 
from  the  aloe  plant  leaf  is  used  1 
for  softening  benefits.  It 
contains  99.5  per  cent  water 
with  remaining  0.5  per  cent 
composed  of  20  amino  acids 
and  carbohydrates. 
Allantoin:  Used  in  skin-soothing 
products  because  of  its  ability 
to  stimulate  the  growth  of 
healthy  tissue.  It  is  prepared 
synthetically  by  the  oxidation  of 
uric  acid. 

Alpha-Hydroxy  Acids  (AHAs): 
The  now  not-so-new  wonder 
ingredients  promoting 
exfoliation  of  the  dead  skin 
cells.  Usually  used  in 
combination  and  derived  from 
such  products  as  wine,  citrus 
fruit  and  sugar  cane.  One  of  the 
newer  complexes  recently 
introduced  in  the  US  combines 
kiwi,  raspberry,  grape  and 
apple  extracts  to  contain  a  20 
per  cent  AHA  level. 
Antioxidants:  For  example, 
vitamin  E,  inhibit  oxidation  of 
the  product  and  help  eliminate 
'free  radicals'.  These  can  be 
generated  by  the  action  of 
sunlight  and  some  atmospheric 
pollutants  via  reactive  oxygen 
species  (and  are  known  to  be  a 
major  contribution  to  the 
ageing  phenomena).  Free 
radical  scavengers  are 
substances  which  can  react  with 
free  radicals  to  reduce  their 
formation  on  or  in  the  skin. 
Balm  inn       The  secretion  of  any 
of  several  small  evergreen 
African  or  Asian  trees  with 
leaves  that  yield  a  strong 
aromatic  odour  when  bruised. 
Known  in  ancient  Palestine  as  a  1 1 
soothing  medication  for  the 
skin.  Now  used  as  an  unguent  1 
which  soothes  and  heals. 
Biotin:  Also  known  as  vitamin  Hid 
and  vitamin  B  factor.  A  whitish  I 


Elida  Gibbs'  Pond's  skin  care 
heritage  goes  back  90  years  and  at 
one  time  was  given  a  royal 
endorsement 
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crystalline  powder  used  as  a 
texturiser.  Present  in  minute 
amounts  in  every  living  cell  and 
in  larger  amounts  in  yeast  and 
milk. 

Beeswax:  Yellow  beeswax  from 
the  honeycomb  is  yellowish, 
soft  to  brittle,  and  has  a 
honeylike  odour.  Primarily  used 
as  an  emulsifier  and  practically 
insoluble  in  water. 
Borage  oil:  This  oil  has  the 
highest  level  of  GLA  (gamma 
linolenic  acid)  of  all.  See 
Evening  Primrose. 
Calendula:  Marigold  flowers  are 
used  to  soothe  inflammation  of 
the  skin  and  used  in  many 
'natural'  formulations. 
Carrageenan:  A  stabiliser  and 
emulsifier  derived  from  Irish 
Moss.  Largely  replaced 
nowadays  by  cellulose 
derivatives. 

Chamomile:  Main  active  is 
alpha-bisabolol  which  is  known 
for  its  soothing  and 
imoisturising  properties. 
Collagen:  A  protein  substance 
Ifound  in  connective  tissue 
usually  animal-derived. 
Scientists  undecided  as  to 
whether  topical  application  can 
affect  the  skin's  own  collagen. 
Dead  Sea  salts:  Therapeutic 
minerals  from  the  Dead  Sea 
claimed  to  have  calming  effects 
on  irritated  skin,  even  severe 
skin  conditions.  Several 
products,  including  Dead  Sea 
Magik,  are  marketed  in  the  UK. 
Dimethicone:  A  silicone  oil, 
white,  viscous,  it  is  used  as  an 
ointment-based  ingredient  and 
as  a  skin  protectant. 
Evening  Primrose  oil:  High  in 
GLA  (gamma  linolenic  acid), 
said  to  soothe  dry  skin 
(including  eczema). 
F,  vitamin:  A  constituent  of 
linoleic  acid. 

Glycerin:  A  by-product  of  soap 
manufacture,  it  is  an  oily  fluid 
obtained  by  adding  alkalies  to 
fats  and  fixed  oils.  It  absorbs 
moisture  from  the  air  and, 
therefore,  helps  keep  moisture 
in  creams  and  other  products 
(even  if  the  consumer  leaves 
the  top  off).  It  also  helps 
products  to  spread  better.  Good 
moisturiser. 

Hyaluronic  acid:  Naturally 
present  in  the  skin's  Natural 
Moisturising  Fact  (NMF). 
Renowned  as  a  super 
humectant/moisturiser. 
Isotretinoin:  See  Retinol. 
St  Johns  Wort:  Plant  extract 
which  is  said  to  normalise  the 
skin's  production  of  oil. 
Kaolin:  Capable  of  modifying 
the  film-forming  agent  in  skin 
care  products  to  improve  its 
aesthetic  or  functional  qualities. 
Water-repellent. 
Lactic  acid:  Now  ranked  among 
the  illustrious  AHA  fraternity,  it 
has  been  a  common  ingredient 
in  many  skin  fresheners  for 
many  years.  Cleopatra's 
penchant  for  bathing  in  asses' 
milk  is  a  common  reference  for 
the  benefits  of  this  particular 
ingredient. 

Lanolin:  Plainly,  sheep's  sebum 
(further  details  see  p228). 
Linoleic  acid:  An  essential  fatty 
acid  prepared  from  edible  fats 
and  oils.  Components  of 
vitamin  F  and  a  major 
:onstituent  of  many  vegetable 
ails. 

Liposomes:  Very  small 
microspheres  which  act  as  a 


delivery  system  of  an  active 
ingredient.  Their  walls  consist 
of  layers  of  lipids  (natural  or 
synthetic)  and  encapsulate 
aqueous  or  hydrophilic 
ingredients.  They  are  able  to 
penetrate  the  startum  corneum 
where  they  break  down  and 
disperse  their  contents. 
Malic  acid:  Another  of  those 
prestigious  AHAs,  this  one 
occurs  in  a  wide  variety  of  fruits 
including  apples  and  cherries. 
Mineral  oil:  New  addition  to 
the  'frown  list'  following  its  use 
being  banned  by  the  food 
industry.  However,  there  is  no 
evidence  that  its  use  in  cosmetic 
products  is  hazardous  and  it  is 
widely-used.  Vegetable  oils  are 
being  seen  as  the  natural 
alternative. 

Nanospheres:  A  delivery  system 
rather  than  an  ingredient. 
Consisting  of  polymeric 
material  onto  which  the  active 
material  is  absorbed.  This 
material  is  then  enrobed  by  the 
lipid  layers  similar  to  those  used 
for  liposomes.  Unlike  liposomes, 
they  have  a  delaying  effect  on 
the  release  of  their  active 
ingredients  and  are  more 
durable  than  liposomes.  Use 
pioneered  by  L'Oreal. 
Orris  root  extract:  Used  as  an 
astringent  and  anti-bacterial. 
Panthenol:  Vitamin  B  pre-cursor 
with  soothing  and  moisturising 
complex  factor. 
Propylene  glycol:  A  clear, 
colourless,  viscous  liquid  which 
absorbs  moisture  and  acts  as  a 
solvent  and  a  wetting  agent. 
Good  moisturiser. 
Queensland  nut  oil:  Another 
name  for  the  macademia  nut.  A 
popular  moisturising  oil. 
Retinol:  Vitamin  A.  Roc 
Laboratories  has  recently 
announced  that  it  has 
developed  a  stable  and  active 
retinol  molecule  —  a  world 
first. 

Safflower  oil:  Used  to  soften 
the  skin.  The  oil  is  expressed 
from  the  seed  of  an  Old  World 
herb  that  in  many  ways 
resembles  a  thistle,  with  large 


Moisturisers  are  made  up  of  a 
blend  of  emollients  and 
humectants. 

Common  emollients 
include:  petroleum  jelly, 
mineral  oils,  vegetable  oils, 
lanolin,  silicones,  paraffin 
wax  and  beeswax. 

Common  humectants  are: 
glycerin,  sorbitol,  diglycerin, 
butylene  glycol,  propylene 
glycol  and  urea. 

The  natural  moisturising 
action  of  the  skin  is  boosted 
by  the  inclusion  of 
ingredients  with  an 
amino-lipid  nature,  such  as: 
hyaluronic  acid,  linolenic  acid, 
linoleic  acid, 

mucopolysaccharides  and 
sodium  lactate. 

And  it  shouldn't  be 
forgotten  that  there  are  four 
other  vital  ingredients: 

•  emulsifiers  to  help  form 
and  stabilise  the  lotion/ 
cream 

•  thickeners  to  add  body 

•  preservatives 

•  water  (accounting  for 
almost  70  per  cent  of  a 
product). 


bright  red  or  orange  flowers. 
Salicylic  acid:  A  beta-hydroxy 
acid  used  in  anti-acne  products 
and  skin  care  products  for 
teenage  skin. 

Silicone:  Water-repellent  and 
skin  adherent,  used  for  water- 
proofing and  lubrication. 
Tea  tree  oil:  One  of  the  'in'  oils 
to  use.  Known  for  its  powerful 
anti-bacterial  and  astringent 
properties. 

Thalaspheres:  Again,  another 
delivery  system  rather  than  an 
ingredient.  Composed  of 
marine  collagen  and 
concentrated  chitin 
liquid  for  skin  strength  and 
suppleness.  Pioneered  by  Nivea. 
Urea:  An  antiseptic  and 
deodoriser.  A  product  of 
protein  metabolism  and 
excreted  in  urine. 
UV  screens:  Becoming  a 


standard  requirement  in  many 
skin  care  products,  there  are 
both  physical  (titanium  dioxide, 
etc)  and  chemical  screens  (eg 
PABA)  in  use. 
Vegetable  oils:  Many  and 
various.  Sesame  and  rosehip  are 
among  the  newer 
introductions. 
Wheatgerm:  Another 
widely-used  vegetable  oil. 
Witch  hazel:  A  traditional 
astringent  used  in  toners. 
Ximenia  extract:  Used  as  a 
moisturising  agent.  Clarins  uses 
it  in  its  Skin  Beauty  Repair 
Concentrate. 

Youth:  The  vital  ingredient  for 
the  marketing  team. 
Zinc  oxide:  Currently  enjoying 
rejuvenation  as  a  modern 
sunscreen,  after  years  of  being 
associated  with  'zinc  and  castor 
oil'  type  creams. 


Spermecetti:  used  to  be  used  as  a  base  for  ointments  and 
creams,  and  as  an  emollient  in  cleansing  creams.  Derived  from 
the  wax  from  the  head  of  the  sperm  whale. 
Neat's  foot  oil:  former  lubricant  used  in  creams  and  lotions.  A 
pale  fatty  oil  made  by  boiling  the  feet  and  shinbones  of  cattle. 
Mercury:  made  famous  by  Queen  Elizabeth  I  for  her  ashen 
complexion,  mercury  compounds  were  used  in  a  wide  range  of 
skin  products.  Highly  toxic. 

Shark  liver  oil:  used  to  be  used  in  lubricating  creams  and 
lotions.  A  brown  fatty  oil  obtained  from  the  livers  of  the 
predatory  fish. 

Turtle  oil:  once  regarded  as  a  cosmetic  wonder  ingredient,  it 
was  extracted  from  the  muscles  and  genitals  of  giant  sea  turtles. 
There  was  no  scientific  proof  that  it  was  any  more  effective 
than  any  other  oil  ... 

Placental  extract:  prepared  from  the  placenta  (sometimes 
human)  and  hailed  as  an  anti-wrinkle  agent.  Ethical 
considerations  have  made  its  use  very  rare. 
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RPSGB  Council  Report 


Council  still  opposed 
to  script  faxing 


The  Royal  Pharmaceutical  Soc- 
iety's Council  continues  to 
oppose  the  handling  of  NHS 
prescriptions  by  non-contract 
pharmacies. 

In  a  statement,  it  called  the 
handling  of  NHS  prescriptions 
via  non-contract  pharmacies 
undesirable.  It  will  continue  to 
make  representations  for  amend- 
ments to  the  NHS  Regulations  to 
bring  them  in  line  with  those  in 
Scotland  where  the  practice  is 
prohibited. 

When  Council  debated  the 
matter  last  August  (C&D  August 
13,  1994,  p246),  it  decided  that 
handling  NHS  prescriptions 
through  non-contract  pharm- 
acies did  not  amount  to 
unprofessional  conduct. 
Payments  to  small  contractors  Hemant 
Patel  sought  the  Society's 
support  for  PSNC's  campaign  to 
ensure  that  transition  payments 
continued  for  pharmacies  dis- 
pensing between  1,000  to  1,500 
items  a  month.  The  payments  are 
expected  to  be  stopped  from  April 
1. 

President  Ann  Lewis  said  that 
the  support  must  be  in  the 
interests  of  the  service. 

Gordon  Appelbe  did  not  think 
it  was  in  Council's  remit  to 
become  involved  in  negotiations 
on  behalf  of  contractors.  The 
president  felt  the  Society  could 
support  the  maintenance  of 
services,  particularly  in  areas 
where  there  were  few  phar- 
macies, but  it  was  important  to 
stay  within  the  Society's  remit. 

The  secretary  and  registrar, 
John  Ferguson,  said  that  the 
payments,  if  removed,  would  be 
allocated  to  others  and  the  global 
sum  would  not  fall.  Could  the 
Government  be  satisfied  that  an 
adequate  pharmaceutical  service, 
sensibly  distributed,  would 
remain,  he  asked? 
Assistants'  training  Some  Council 
members  were  concerned  about 
delays  in  implementing  medicine 
counter  assistants'  courses. 

The  secretary  and  registrar 
thought  the  revision  of  the 
knowledge  elements  associated 
with  NVQ  Level  2,  Unit  217  was 
almost  complete,  and  would  be 
sent  to  the  Society  as  soon  as  it 
had  been  agreed  by  the 
Distributive  Occupational  St- 
andards Council  and  NVQ 
authorities. 

David  Coleman  wanted  revised 
multiple-choice  question  papers 
to  be  available  soon.  He  thought 
fully-qualified  staff  were  more 
important  than  the  protocols  and 
that  the  target  date  for  training, 
July,  1996,  should  not  be 
postponed. 

Council  should  be  able,  within 


the  next  three  months,  to  say 
which  courses  were  acceptable 
and  should  devise  its  own 
multiple-choice  questions  to  deal 
with  retrospective  training. 

Mr  Ferguson  also  regretted  the 
delay,  which  had  been  due  to  a 
revision  of  the  syllabus.  The 
president  suggested  there  should 
be  a  paper  setting  out  the  position 
of  the  present  courses. 
CPGC  The  inaugural  meeting  of 
the  Community  Pharmacists 
Group  Committee  agreed  to  set 
up  a  strategic  planning  working 
party.  It  was  felt  there  would 
always  be  some  differences 
between  the  various  sectors  of 
community  pharmacy  as  they 
were  often  in  direct  competition 
with  each  other.  But  the 
Committee  believed  a  consensus 
view  was  essential  to  the  success 
of  any  strategy. 

David  Coleman  was  elected 
chairman  of  the  Community 
Pharmacists  Group  Committee 
and  Nicola  Gray  vice  chairman, 
both  to  serve  until  June,  1995. 

The  Community  Pharmacists 
Group  Committee  agreed  to 
consider  general  guidance  for 
pharmacists  on  the  supervised 
daily  dosing  of  methadone. 
Patient  packs  The  Department  of 
Health  has  confirmed  its  approval 
of  the  introduction  of  patient 
packs,  subject  to  a  detailed 
procedure  being  agreed. 
Prescription  records  Council  agreed 
to  ask  the  Department  of  Health, 
to  amend  the  Regulations  and| 
allow  prescription  records  to  be 
kept  in  forms  other  than  the 
present  bound  book. 
London  projects  Council  agreed  that 
the  Society  should  write  to  FHSA 
advisers  in  the  London  Im- 
plementation Zone  (LIZ)  for 
information  on  how  projects 
involving  pharmacists  had  been; 
set  up  with  development  funds.! 
There  was  some  concern  that  the. 
money  would  be  used  for  setting 
up  pilot  studies  rather  than; 
remunerating  pharmacists  for!  I 
additional  services. 

Council  also  agreed  to  write  toj 
FHSA  advisers  and  LPC  sec- 
retaries, advising  them  to  prepare] 
proposals  for  projects  involving; 
pharmacists  and  to  help  themt 
prepare  their  applications.  A! 
meeting  with  the  Primary  Carei 
Support  Force  will  also  be| 
arranged  to  discuss  pharmacists'' 
role  in  London. 

Packaging  waste  The  Society,  thel 
Association  of  the  British! 
Pharmaceutical  Industry  and  the1 
Producer  Responsibility  Group 
considered  the  introduction  of  a 
plan  on  recovering  pharma 
ceutical  products'  packaging 
waste. 
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The  initial  hubbub  that  surrounded  medicine  sales  protocols  when  they  were  first 
announced  last  year  has  died  down  and  enough  time  has  elapsed  for  people  to  have  a 
rethink  about  the  practical  implications  of  the  scheme.  Fawz  Farhan  reports 

Putting  protocols  into  practice 


Over  a  month  has  passed  since 
protocols  on  the  sale  of 
medicines  came  into  force  and 
already  disparities  are 
appearing  in  the  system. 

Community  pharmacies  have 
struggled  to  have  protocols  up 
and  running  for  January  1,  but 
now  it  appears  that  the  Royal 
Pharmaceutical  Society  of  Great 
Britain  has  adopted  a  softer 
approach  to  this  deadline. 

Roger  Odd,  head  of  practice 
at  the  RPSGB,  says  the  Society  is 
encouraging  pharmacists  to 
have  protocols  in  place  at  this 
,tage.  But  it  wants  to  make  sure 
they  are  the  right  protocols 
rather  than  ones  that  have 
been  rushed  through  for  the 
deadline. 

Sue  Sharpe,  director  of  legal 
services  at  the  Society,  says 
some  pharmacies  have 
xperienced  problems  with 
etting  up  protocols  and 
nspectors  are  offering  advice 
and  guidance.  As  the  inspectors 
aim  to  visit  every  pharmacy  on 
an  18-month  cycle  she  expects 
all  pharmacies  to  have  them  in 
alace  by  mid-1996. 

Council  will  expect  the 
nspectorate  to  report  to  it  on 
mplementation,  but 
nforcement  of  protocols  will 
ae  a  matter  for  Council  to 
decide  on  at  a  later  stage. 

NPA  feedback 

ohn  D'Arcy,  pharmacist 
administrator  at  the  National 
'harmaceutical  Association, 
ippreciates  that  some 
aharmacists  may  have  found  it 
aard  to  have  protocols  up  and 
unning  by  the  deadline. 

'A  lot  of  people  realised  that 
f  they  didn't  have  one 
protocol]  they  could  be  in 
rouble  with  the  Society,"  says 
\/lr  D'Arcy,  but  adds  that  in 
eality  deadlines  are  rarely 
idhered  to. 

Mr  D'Arcy  says  demand  for 
he  NPA  resource  packs  for 
)rotocols  has  been  very  heavy, 
aut  that  he  has  not  had  a  great 
teal  of  feedback.  The  NPA  has 
jiven  advice  on  dealing  with 
ustomer  complaints  and  on 
landl ing  staff  who  are 
eluctant  to  adhere  to 
irotocols. 

The  pharmaceutical  industry 
las  also  been  confused  about 
>rotocols,  with  some  under  the 
mpression  that  they  need  to 
iroduce  protocols  for  individual 
iroducts,  Mr  D'Arcy  says. 

mplementation 

everal  of  the  independent 
iharmacists  questioned  for  this 
eview  had  set  up  their  own 
>rotocols  after  talking  them 
>ver  with  their  staff,  with  plans 
o  review  and  update  them  as 
ind  when  necessary. 
The  multiples  seem  to  have 
ackled  the  issue  by  producing 
tandard  protocols  for  all  stores 


with  opportunities  for 
flexibility. 

Roger  Cotton,  recruitment 
and  training  executive  for  Moss 
Chemists,  says  protocols  have 
gone  down  very  well  in  the 
company's  branches  because 
they  crystallise  current 
practices. 

Moss  has  sent  all  its  stores  a 
12-page  standard  protocol  as 
recommended  by  the  Society, 
together  with  an  aide-memoire 
flow  chart  and  a  pharmacist 
sales  list  to  which  the 
pharmacist  can  add  problem 
medicines  for  the  area,  eg  in 
cases  of  abuse. 

Stephen  Painter,  deputy 
superintendent  for  Safeway, 
says  the  protocols  merely 
formalised  a  company  process. 
Protocols  have  been  designed 
for  each  store  by  the  area 
manager  and  the  pharmacy 
manager  of  that  store.  Using 
the  NPA's  red  card  system,  they 
have  added  a  yellow  card  to  be 
filled  in  by  individual 
pharmacies  to  target  assistants 
who  have  not  had  enough 
training  at  that  stage. 

National  Co-operative 
Chemists  has  also  sent  out 
standard  protocols,  but  has 
given  each  branch  the 


opportunity  to  amend  for 
particular  products. 

Boots  issued  the  following 
statement:  "We  are  making 
satisfactory  progress  with 
regard  to  the  sale  of  medicine 
protocols  and  we  are  seeking 
and  monitoring  the  reaction  of 
customers."  The  company 
refused  to  elaborate  or  give 
details  of  how  it  is  structuring 
these  protocols. 

Training  courses  have  also 
boosted  assistant  confidence  in 
counselling.  Charles  Butler, 
managing  director  of 
Reading-based  J  R  Butler 
Chemists,  agrees:  "They 
welcome  the  authority  to  give 
advice,  knowing  they  are  acting 
in  accordance  with  the 
manager's  guidelines." 

However,  Mr  Butler  adds  that 
not  all  assistants  feel  the  same 
way.  Casual  staff  and  those 
who  are  new  to  the  job  may 
find  it  difficult  dealing  with 
protocols.  "As  a  profession  we 
must  recognise  this  and  build 
confidence  in  them  gradually," 
says  Mr  Butler. 

Resistance 

The  other  side  of  the  coin  to 
counselling  by  assistants  is 
customer  resistance.  Regular 
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customers  are  familiar  with  the 
counselling  process,  but  others 
have  complained  about  what 
they  see  as  intrusive 
questioning  by  over-zealous 
assistants.  This  can  lead  to  a 
complete  breakdown  of 
communication,  resulting  in  the 
customer  storming  off  and  the 
assistant  wondering  what  has 
gone  wrong. 

Although  some  assistants  are 
at  fault  —  applying  protocols 
too  vigorously  —  some  believe 
the  protocols  should  have  been 
pre-empted  by  educating 
customers  about  counselling. 

Council  member  Hemant 
Patel  believes  customer 
education,  as  opposed  to 
information  from  advertising,  is 
essential  to  make  it  easier  for 
protocols  to  work.  He  adds  that 
the  'Ask  your  Pharmacist' 
campaign  places  undue 
responsibility  on  pharmacists 
alone. 

"The  Government  and  the 
Patients'  Association  want  the 
public  to  take  greater 
responsibility  for  their  own 
healthcare,  but  with  greater 
responsibility  there  is  a  need  to 
offer  a  greater  description  of 
symptoms,"  says  Mr  Patel. 

He  is  more  in  favour  of  a  'tell 
your  symptoms'  campaign, 
because  it  transfers  the  onus 
from  pharmacist  to  patient.  "It 
is  vitally  important  to  get  the 
message  to  the  public  that  a 
transaction  is  a  two-way  thing." 

Deborah  Khudabux,  senior 
policy  officer  at  the  National 
Consumer  Council,  says  it  will 
be  difficult  to  educate  the 
public,  but  they  must  expect  to 
be  asked  questions.  "Protocols 
are  changing  the  whole  ethos 
of  what  people  have  come  to 
expect  from  the  High  Street 
chemist.  On  the  Continent  they 
expect  that." 

She  also  believes  it  is  the 
responsibility  of  manufacturers 
to  make  sure  the  message  that 
these  drugs  are  potent  comes 
through  in  their  advertising. 

The  way  forward 

Although  protocols  are  still  in 
their  infancy,  pharmacists  have 
already  come  up  with  some 
suggestions  for  improvement. 

Many  would  like  to  see 
training  that  incorporates 
non-verbal  communication  and 
listening  skills.  Hemant  Patel 
has  devised  a  module  on  this 
which  will  be  incorporated  into 
the  assistant  training 
programme  run  by  Redbridge 
and  Waltham  Forest  FHSA  from 
March. 

Safeway's  Stephen  Painter 
believes  pharmacists  should 
become  even  more  proactive  in 
the  pharmacy  counter  business. 
He  says:  "Protocols  release  the 
pharmacist  from  routine 
transactions  to  spend  more 
time  on  the  potent  medicines." 
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Rich  pickings  from  the 
neighbouring  superstore 


During  the  past  15  years  or 
more,  one  of  the  wisest 
locations  for  a  new  retail 
business  has  been  in  a  unit  next 
to  the  new  superstore.  Nine 
times  out  of  ten  it's  a  pretty 
safe  bet:  the  new  shops  feed 
off  the  rich  pickings  provided 
by  the  tens  of  thousands  of 
customers  doing  their  weekly 
one-stop  shop. 

Mr  A  saw  such  an 
opportunity  and  when  a 
grocery  giant  built  a 
supermarket  behind  the  old 
High  Street  of  this  small  town 
in  the  Home  Counties,  he 
opened  a  pharmacy  that  not 
only  had  entrance  into  the 
supermarket  precinct  but  into 
the  High  Street  as  well.  This 
'best  of  both  worlds'  position 
proved  to  be  a  shrewd  move 
and  customers  poured  through 
the  front  door. 

The  business  grew  fast  and 
Mr  A  was  able  to  develop  some 
profitable  retail  specialities  and 
secured  many  top  of  the  range 
fragrance  agencies.  The  success 
story  continued  for  ten  years 
and  during  this  time 
prescription  business,  which 
had  started  slowly,  grew  to  a 
respectable  level. 

Although  in  the  town  centre, 
this  pharmacy  is  two  miles  from 
the  six-GP  health  centre,  which 
is  well  served  by  two  other 
pharmacies. 

As  everybody  knows,  nothing 
in  business  is  forever,  and  there 
are  always  others,  or  even 
circumstances,  which  can 
reduce  the  granite  pillars  on 
which  the  success  is  built,  to 
ones  of  clay. 

Mr  A's  pharmacy  hasn't  fallen 
down  yet,  but  there  are 


Taking  advantage  of  customers  heading  for  a 
nearby  one-stop  shop  seemed  like  a  good  idea  at 
the  time.  Now  even  the  superstore  is  feeling  the 

pinch.  John  Kerry  suggests  that  as  one  door 
closes,  another  should  be  opened 


worrying  signs  evident. 

Turnover  was  up  only  1  per 
cent  year  on  year  (1993  over 
1992),  but  in  the  year  ended 
September,  1994  it's  down. 
Interestingly,  prescription 
turnover  in  1993  compared  to 
1992  grew  by  10  per  cent,  but 
has  levelled  off  since. 

With  £500,000  annual 
turnover  and  the  perceived 
ideal  NHS/counter  split  of  50:50, 
this  business  is  by  no  means 
unhealthy.  Good  management 
has  kept  the  net  profit  intact, 
but  as  Mr  A  says,  he  doesn't 
know  how  to  kick-start  the 
sales  back  into  life. 

The  problem 

Let's  look  at  the  cause  of  the 
troubles. 

First  of  all,  the  14-year-old 
supermarket  is  no  longer 
'super'  enough.  A  much  larger 
unit  has  opened  on  the 
outskirts  of  town  and  has 
slowly  sucked  a  good 
proportion  of  the  High  Street 
and  precinct  customers  away. 

The  older  superstore  is  still 
relatively  busy,  but  it's  smaller 
dependent  neighbours  are 
certainly  suffering.  Customers 
have  not  only  been  drawn  away 
from  the  town  centre  but 
frightened  away  by  recently 
introduced  steep  car-parking 
charges. 

The  causes  of  Mr  A's  troubles 


are  known,  but  he  cannot  cure 
them.  Up  to  50  per  cent  of  the 
customers  on  whom  he  has 
built  his  successful  business  are 
shopping  in  pastures  new.  He 
didn't  help  customer  traffic 
himself,  when  he  sealed  off  the 
door  to  the  precinct.  From  the 
supermarket  entrance  he's 
virtually  invisible,  no  beckoning 
signs  to  attract  those  who  may 
be  unaware  of  this  beautiful 
pharmacy. 

Mr  A  will  never  again 
experience  the  fast  growth  and 
easy  profits  of  the  first  ten 
years.  From  now  on  it's  going 
to  be  difficult  to  increase  sales, 
but  because  the  business  is 
strong,  there's  scope  for 
improvement. 

The  strengths  of  the  business 
are  not  numerous,  but  they  are 
well  defined: 

•  it  has  an  excellent  location, 
not  so  good  as  it  was,  but  it's 
still  a  busy  precinct  with  a  lot  of 
potential  customers  for  Mr  A 

•  the  prescription  business  is 
good  and  is  growing  well 

•  this  is  the  only  pharmacy  in 
the  town  centre 

•  it's  a  good  size  —  800sq  ft  — 
beautifully  fitted  and 
merchandised. 

The  objectives  to  consider  are: 

1.  attract  more  of  the 
customers  who  are  already 
shopping  at  the  supermarket 

2.  introduce  one  or  two  new 


product  ranges  and  specialities 
and  market  them  well 
3.  modify  the  shop  layout. 

Recommendations 

A.  To  attract  more  supermarket 
customers: 

•  re-open  shop  entrance  into 
supermarket  precinct 

•  erect  illuminated  sign 
'Pharmacy'  on  precinct  fascia  — 
it  will  be  clearly  visible  from 
supermarket  entrance 

•  negotiate  to  have  one  or  two 
signs  erected  in  the  busiest  parti 
of  the  precinct  directing 
customers  to  the  pharmacy 

•  occasional  leaflet  distribution 
to  precinct  customers. 

B.  New  product  ranges, 
specialities  and  marketing: 

•  introduce  two  or  three 
upmarket  skin  care  ranges  —  tc 
complement  fragrances 

•  introduce  specialist  herbal, 
aromatherapy  and  comple- 
mentary medicine  ranges 

•  market  them  via  in-shop 


Covered  supermarket  precinct 


Haircare 


Stockings/tights 


Babycare 


'romotions 


Gifts 


Household 

Sanpro 

Sundry 

Soap/bath 

Dental 

Cosmetics 

Nails 

Budget  skincare 

Display  counter 


Men's     Men's     Deodorants       Dressings      GSL  GSL 


Counter 


Fragrances 


The  current  situation,  with  access  to  the  precinct  blocked  by  by  gondolas 
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demos  and  presentation 
?venings 

»  advertise  fragrances  and  skin 
are  in  local  press  and  via 
eaflet  drops. 

'..  This  is  a  superbly  furnished 
hop  which  is  well 
nerchandised  with  products 
hat  give  it  an  upmarket  feel. 
A/ith  the  new  lines  suggested, 
ogether  with  an  anticipated 
ncreased  volume  of  traffic 
hrough  the  precinct  entrance, 
he  shop  will  require  a  modified 
department  and  gondola 
ayout: 

»  gondolas  rearranged  to 
accommodate  new  doorway 
» fragrance  section  reduced  to 
make  way  for  new  skin  care 
anges. 

D.  Mr  A  will  be  well  advised  to 
ittempt  to  introduce  other 
product  ranges  which  will 
omplement  the  existing 
business  and  replace  the  almost 
xtinct  toiletry  business: 
»  medium-priced  gifts,  ie 
rystal,  porcelain  and  leather 
» sports  medicine  and  specialist 
ports  foods  and  supplements 
>  cameras  and  photographic 
qoods. 

Regular  advertising  is  not 
heap,  but  this  pharmacy  needs 
o  establish  itself  as  a  local 
upplier  of  specialist  to 
pmarket  lines.  The  dispensing 
)usiness  must  benefit  as  a 
esult. 

Mr  A  has  created  a  pharmacy 
hat  anyone  would  be  proud  to 
>wn.  The  turnover  is  nothing  to 
e  ashamed  of  either,  but 
ecause  it  is  in  a  slight  decline 
nd  Mr  A  has  not  been  able  to 
eep  the  early  impetus  going, 
ositive  action  is  prescribed. 

Along  with  its  obvious 
ocation  strengths,  the  shop 
ppears  to  have  been  designed 
erfectly  for  the  area  —  a 
rosperous  small  town  in  the 
ondon  stockbroker  belt. 

The  internal  modifications 
nd  new  stock  ranges  will  not 
ause  any  problems  and  once 
e  starts  communicating  with 
ne  local  population  and 
ttracting  new  customers,  this 
harmacy  should  take  on  a  new 

ase  of  life. 


Type  of  shop:  limited  company  —  independent 

Position:  primary  High  Street  and  supermarket  precinct.  Six-GP  health  centre  two  miles  away. 
Competition:  supermarket,  health  food  shop  and  photographic  specialist  nearby. 


SALES 

Less  cost  of  sales 
Opening  stock 
Purchases 
Discounts  received 

less  closing  stock 


Gross  profit 

Other  operating  income 

Bank  and  building  society  interest 
Other  interest  received 
Dividends  from  listed  securities 
Insurance  claim 

Administrative  expenses 

Locum  fees 
Salaries 

National  Insurance  contribution 

Staff  pension  contribution 

Motor  and  travelling  expenses 

Repairs,  renewals,  less  insurance  claim 

Telephone  charges 

Postage,  printing  and  stationery 

Light  and  heat 

Insurance 

Rent  and  uniform  business  rates 

Subscriptions 

Advertising 

Bank  charges 

Interest  on  late  payment  of 
corporation  tax 
Legal  and  professional  fees 
Sundry  expenses 
Directors'  remuneration 
Directors'  pension  scheme 
Auditors'  remuneration 
Depreciation  and  amortisation 
(Profit)  on  disposal  of  assets 

Interest  payable 
Total  overheads 
Net  profit  for  the  year 


69,500 
369,500 
(19,500) 

419,500 
57,500 


3,550 
36,500 
5,800 
2,180 
1,300 
800 
680 
700 
1,550 
2.300 
18,600 
600 
600 
500 


330 
1,250 
24,000 
4,200 
1,800 
7,650 


1993 


504,500 


362,000 
142,500 

(28.2  per  cent) 

1,150 

1,250 
150 
145,050 


114,890 

114,890 
30,160 

6.0  per  cent 


2.750 
38,100 
5,820 
5,180 
3,200 
2,400 
880 
750 
1,500 
2,100 
19.250 
600 

1,000 

200 
780 
1,150 
24,000 
4,200 
1,750 
11,400 
(3,650) 


1992 


489,000 


76.200 
359,000 
(15,000) 

420,200 
69,300 


350,900 
138,100 

(28.2  per  cent) 

3,700 
50 
1,550 
4,400 
147,800 


123,360 
100 
123,460 
14,640 

3.0  per  cent 


Covered  supermarket  precinct 


■ofi 


he  proposed  modifications,  with  two  gondolas  removed  to  allow  access  to  the  precinct  and  a  new  departmental  lay-out 
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Businessnews 


Glaxo's  offer  sets  clock 
ticking  for  Wellcome 


The  launch  of  Glaxo's  offer 
document,  in  tandem  with  its 
interim  results,  has  increased 
pressure  on  Wellcome  to  bring  a 
third  party  to  the  bidding  table. 

Glaxo  has  increased  its  offer  for 
each  Wellcome  share  by  19p  to 
l,044p,  representing  a  52  per 
cent  increase  on  the  January  20 
share  price  of  668p. 

Cost-cutting  and  volume 
growth  were  the  hallmarks  of 
Glaxo's  results,  which  showed  a 
10  per  cent  increase  in  profits, 
but  revealed  a  decrease  in  sales  of 
its  leading  drug,  Zantac. 

Profits  before  tax  for  the  six 
months  to  December,  1994 
showed  a  10  per  cent  increase  to 
£1.09  billion.  Overall  sales 
increased  by  2  per  cent  to£2.8bn. 
At  constant  exchange  rates 
(CER),  growth  was  3  per  cent, 
comprising  volume  —  up  4  per 
cent  —  and  net  prices  —  down  1 
per  cent. 

Chief  executive  Sir  Richard 
Sykes  was  bullish  about  the 
figures.  He  says:  "Sales  increased 
while  the  effective  management 
of  costs  improved  trading 
margins  significantly.  For  the 
first  time  in  any  Glaxo  six-month 
reporting  period,  trading  profit 
exceeded  £lbn." 


off  vitamin 
brand 

Strathaven-based  duNatra  is  put- 
ting its  vitamin  brands  and 
packaging  system,  which  it 
describes  as  "unique",  up  for  sale. 

The  offer  will  include  the 
Dailyvits  and  Defenders  brands 
and  associated  packaging  trade- 
marks, including  Vitaminbubble 
and  Multibubblepac. 

The  company,  set  up  over  a 
year  ago,  is  selling  off  the  brands 
in  order  to  raise  capital  to 
promote  new  products  in  the 
pipeline,  including  a  vitamin- 
enriched  drink  and  a  cereal 
additive  product. 

The  company's  director  of 
marketing,  Paul  Fisher,  says:  "A 
bigger  player  would  be  able  to  put 
more  marketing  strength  behind 
them  than  we  are  able  to." 

The  company  holds  three 
registered  designs  and  a  patent 
for  its  dispensing  packs. 
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Overall  sales  of  Zantac  showed 
a  4  per  cent  decline  to  £1.13bn. 
Sales  volumes  of  the  drug 
remained  level,  but  the  launch  of 
generic  cimetidine  in  the  US  led 
to  Glaxo  negotiating  increased 
discounts  with  major  purchasers. 

Anti-emesis  drug  Zofran  ex- 
perienced a  decline  in  sales  of  2 
per  cent  to  £198m.  Sales  in  the 
respiratory  area  were  up  by  14  per 
cent  to  £705m,  driven  by  new 
products  such  as  Serevent. 

The  US  market  accounted  for 
55  per  cent  sales  of  anti-migraine 
drug  Imigran,  which  achieved 
sales  of  £1 54m,  up  39  per  cent. 

The  company  says  price 
pressures  in  Western  Europe 
caused  a  4  per  cent  reduction  in 
sales  revenues.  All  countries, 
except  France,  Germany  and 
Belgium  maintained  volume 
growth. 

The  company's  balance  sheet 
remained  solid,  with  its  coffers 
swelled  by  £1 19m  to  £2.34bn. 

Wellcome's  chairman,  John 
Robb,  says:  "Significantly  Glaxo's 
interim  results  show  little 
improvement  in  sales  or  earnings 
per  share  and  highlight  its  desire 
to  acquire  a  company  with  a 
record  of  strong  growth. 

"Your  board  continues  to 
believe  that  Glaxo's  offer  under- 
values Wellcome  and  is  working 
energetically  to  develop  a  better 
offer,"  he  continues. 

Wellcome's  own  results,  pub- 
lished earlier,  showed  strong 
profits  and  volume  growth 
achieved  in  1994,  but  City 
sentiment  predicts  it  is  not 
enough  to  save  the  company  from 
Glaxo,  unless  a  third  party 
expresses  interest  soon. 

Although  Wellcome  refuses  to 
comment,  there  is  strong 
speculation  that  it  is  wooing  US 
companies.  Sources  close  to  the 
company  believe  a  white  knight 
will  emerge  towards  the  end  of 
the  initial  bidding  period  (21  days 
after  Glaxo's  publication  of  its 
offer  document). 

Wellcome  brought  forward  its 
results  by  one  month  to 
announce  a  19  per  cent  increase 
in  profits  to  £624m  for  the  12 
months  to  December,  1994. 
Profits  were  boosted  by  increased 
cost  efficiencies  and  volume 
growth  rather  than  price  rises. 

Total  sales  were  up  13  per  cent 
on  the  previous  12  months  to 
£2.96bn,  fuelled  by  the  com- 


pany's leading  drug,  Zovirax, 
recording  a  sales  increase  of  16 
per  cent  from  £742m  to  £858m. 
Total  sales  of  Zovirax  by  Warner 
Wellcome  amounted  to  £35m. 

The  company  says  a  7  per  cent 
decline  in  sales  of  the  HIV  drug 
Retrovir  was  due  to  reductions  in 
usage  by  asymptomatic  patients. 
US  clinical  studies  have  endorsed 
results  on  combinations  of 
Retrovir  and  Glaxo's  3TC. 

Anti-epileptic  drug  Lamictal, 
which  has  now  been  given  a 
licence  for  use  as  monotherapy 
(Prescription  Specialities,  p204), 
recorded  sales  of  £28m,  more 
than  twice  the  level  of  1993.  The 
drug  now  has  a  market  share  by 
value  of  22  per  cent  and  sales  of 
£12m. 

•  The  High  Court  is  expected  to 
set  a  hearing  date  for  the  middle 
of  the  month  to  determine 
whether  or  not  the  Wellcome 
Trust  can  sell  its  shareholding  of 
343,600,000  Wellcome  shares. 


Manx 
expansion 
for  Lloyds 

Lloyds  Chemists  now  has 
one-third  of  the  dispensing  rights 
on  the  Isle  of  Man,  following  its 
acquisition  of  three  more 
pharmacies,  bringing  its  total  on 
the  island  to  seven. 

The  company,  trading  on  the 
Isle  of  Man  under  the  name  G  J 
Maley,  completed  the  purchase  of 
pharmacies  in  Onchan,  the 
capital   Douglas  and  Ramsey. 

Two  of  the  outlets  were  owned 
by  Manx  MHK  (MP)  Richard 
Corkhill.  Mr  Corkhill's  business 
in  Douglas  hadn't  started  trading 
when  the  contract  was  sold  on. 

Lloyds'  commercial  director, 
Dick  Turner,  says:  "Acquiring  the 
chemists  is  just  part  of  our  overall 
strategy  to  acquire  good  single 
chemists." 

Manx  Chemists  Association 
secretary  Michael  Morrison  says: 
"The  majority  of  chemists  here 
are  quite  small  and  there  are 
people  quite  willing  to  sell." 

The  Isle  of  Man  has  more 
pharmacies  per  head  than 
England  or  Wales. 


Numark's  bank  benefits 


Numark  has  agreed  a  new 
banking  package  with  the  Mid- 
land Bank. 

The  package  offers  two 
schemes,  the  one  described  at  the 
recent  share  ownership  meetings 
and  a  revised  scheme  which  is 
turnover-related  and  will  be 
available  to  shareholders  until 
January,  1998  and  takes  over 


from  the  existing  scheme  from  I 
April  1. 

Numark  is  to  secure  similar, 
agreements  with  banks  in 
Scotland  and  Northern  Ireland. 

Shareholders  who  have  ques- 
tions relating  to  the  new  package 
should  contact  Tony  Gentle,' 
Numark's  retail  services  man- 
ager, on  01827  69269. 


Agfa-Gevaert  managing  director  Gustav  Ahrens  (right)  is  congratulated  by 
guest  of  honour  Lord  Healey  after  opening  the  company's  £750,000, 
17,500sq  ft  technology  centre  at  its  UK  HQ  at  Brentford.  The  facility  will 
be  used  to  provide  demonstration,  meeting,  training  and  conference 
facilities  for  customers.  Of  particular  interest  for  training 
pharmacist-users  of  Agfa  mini  labs  is  a  complete  shop  and  lab  unit  with 
window,  counters  and  displays  in  Agfa  livery,  with  full  quality  control 
back-up.  "We  see  a  hybrid  future,  comprising  the  best  that  chemical  and 
digital  imaging  can  offer,  "  says  Mr  Ahrens 
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Company  in  Focus 


Numark  Ltd 


Numark  central  office,  Tamworth 


•  Launched  February  1, 
1995,  Tamworth, 
Staffordshire,  as  an  industrial 
and  provident  society. 
Formerly  Numark 
Management  Ltd  (NML), 
which  started  life  in  1966  as 
National  Pharmaceutical 
Union  Holdings  Ltd 

•  Shareholders  847  and 
rising 

•  Staff  12  at  Tamworth  HQ 

•  Chair  John  Irish, 
non-executive.  Formerly  Spar 
managing  director,  with 
extensive  experience  at  David 
Greig  and  Marks  &  Spencer 

•  Deputy  chair  Peter 
Marshall,  community 
pharmacist  and  chair  of  NML 
retail  advisory  board  in  1993, 
joining  NML  board  in  1994 

•  Managing  director  Terry 
Norris,  joined  NML  in  1989 
from  Sangers  Photographic 
where  he  headed  up  its  VTO, 
Image 

•  Marketing  director  David 
Wood,  former  Boots  and 
Safeway  pharmacist  and 
Macarthy  business 
development  manager 

•  Operating  capital  At 
set-up  £650,000  and  rising 

•  Turnover/profit  To  be 
achieved 

•  Positioning  Industrial  and 
provident  society  and  the 
third-largest  UK  retail 
pharmacy  group.  It  is  owned 
by  its  members  with  all 
profits  to  be  "put  to  work  for 
shareholders  in  growing  and 
developing  the  society  to  its 
members'  ultimate 
advantage" 

•  Philosophy  Terry  Norris 
writes:  "The  company 
ahilosophy  is  to  add  value  to 
ts  shareholders'  pharmacy 
business  —  commercial, 
professional,  its  personnel 
and  training,  and  by 
observing  trends  as  they 
develop.  It  is  the  only 
organisation  of  its  type  in  the 
UK  where  the  sole  criterion 
for  decision-making  is  the 
interests  of  the  retail 
pharmacy  shareholder. 

Its  immediate  task  is  to 
deliver  products,  services  and 
programmes  of  obvious  value 
to  shareholders  and  to 
demonstrate  to  suppliers  and 
all  observers  a  cohesion 
within  the  organisation.  Such 
a  demonstration  will 
encourage  others  to  become 
hareholders  taking  Numark 
to  the  number  one  position 
in  the  UK." 


Man  charged  in 
AAH  theft  case 


AAH  Pharmaceuticals  i.s  urging 
customers  to  stop  payment  of 
missing  cheques,  following  the 
theft  of  a  postal  bag  thought  to 
contain  up  to  £5  million  in 
cheques  last  week. 

AAH's  managing  director, 
David  Taylor,  says:  "We  have  been 
able  to  identify  every  account 
which  should  have  been  paid  by 
the  end  of  the  month  and  all 
customers  have  been  contacted 
by  branches  and  asked  to  stop 
those  cheques.  As  it  is  not  the 
customers'  problem,  we  will 
honour  all  discounts." 

Rajar  Bashir  Ahmed,  32,  of 
Longside,  Manchester,  appeared 


at  Runcorn  Magistrates  Court  on 
Monday.  He  was  charged  with 
theft  and  deception  to  the  tune  of 
£95,000. 

Mr  Ahmed  is  on  remand  lot- 
seven  days  and  will  reappear  in 
court  on  February  ]'.'>.  Police  are 
continuing  with  their  enquiries. 
•  AAH  pic  estimates  that  its 
environmental  services  division 
will  make  a  loss  of  £3m  for  the 
year  to  March  31,  compared  with 
a£3.9m  profit  for  1993/94. 

Chairman  John  Padovan 
maintains  that  the  group's  main 
business  in  wholesale  and  retail 
healthcare  continues  to  perform 
soundly. 


BOC  opts  for  one-stop  shop 


BOC  Gases  has  invested  £2 
million  in  restructuring  its 
customer  service  organisation. 

The  customer  service  centre, 
opened  last  week  in  Worsley,  near 
Manchester,  will  operate  as  a 
'one-stop  shop'  replacing  the 
existing  25  UK  sales  offices  and 
telephone  numbers. 

BOC  Gases  Directline  (0800 


111333)  a  round-the-clock,  365- 
days-a-year  phoneline  will  front 
the  centre. 

Because  the  Freephone  system 
is  area  code-intelligent  for 
incoming  calls  the  customer  is 
automatically  connected  to  one 
of  seven  customer  service  teams 
which  look  after  particular  areas 
of  the  country. 


Coming  Events 


Monday,  February  13 

Buckinghamshire  Branch,  RPSGB 

at  the  Cock  Hotel,  Stony  Stratford, 
7.30  for  8pm.  'Pharmaceutical 
sciences'  by  Dr  A  C  Moffat,  head  of 
pharmaceutical  sciences,  RPSGB. 
Southampton  &  District  Branch, 
RPSGB,  at  the  Southampton  Health 
Commission  HQ,  Oakley  Road, 
Southampton,  7.30  for  8pm.  Health 
promotion  roadshow.  Speakers:  N 
Allen  and  P  Christmas. 

Tuesday,  February  14 

Oxfordshire  Branch,  RPSGB,  at  the 

Postgraduate  Medical  Centre,  John 
Radcliffe  Hospital,  7.30  for  8pm. 
'Behavioural  science'  by  S  Weller, 
Janssen  Pharmaceutical. 
Lanarkshire  Branch,  RPSGB,  at  the 
Old  Mill  Hotel.  Motherwell,  8pm. 

Wednesday,  February  15 
North  Metropolitan  Branch, 
RPSGB,  at  the  Royal  Homoeopathic- 
Hospital,  joint  meeting  with  the 
Guild  of  Hospital  Pharmacists,  6.30 
for  7pm.  'Prescribing  and  supply  of 
unlicensed  pharmaceuticals'  by 
Professor  James  Leonard,  consultant 
in  metabolic  diseases  at  Great 
Ormond  Street  Children's  Hospital. 
Hertford  &  District  Branch.  RPSGB. 
at  Glaxo  Group  Research.  Ware.  7.30 
for  8pm.  'Hormone  replacement 
therapy'  by  R  O'Conner,  consultant  in 
obstetrics  and  gynaecology. 
West  Hertfordshire  Branch.  RPSGB. 
at  the  Astra  Lecture  Theatre,  7.30  for 
8pm.  'From  POM  to  P'  by  Dr  Alison 
Blenkinsopp.  RPSGB. 

Thursday,  February  16 
Dundee  &  Eastern  Scottish  Branch. 
RPSGB.    at    Lecture    Theatre  2. 
Ninewells  Medical  School,  8pm.  'The 
forensic  science  laboratory'  by  Derek 


Bain,  head  of  chemistry  section, 
police  forensic  science  laboratory, 
Dundee. 

South  Staffordshire  Branch, 
RPSGB,  at  the  Civic  Hall,  Lichfield, 
7.30  for  8pm.  'The  forensic  scientist' 
by  A  Clatworthy,  Metropolitan  Police 
laboratory. 

Slough  &  District  Branch,  RPSGB, 

at  the  Training,  Education  and 
Development  Centre,  King  Edward 
VII  Hospital.  Windsor,  buffet  from 
7.15pm.  Brainwaves  series 
'Parkinson's  disease  —  its  cause  and 
treatment'  by  Dr  Peter  Jenner.  Kings 
College. 

Saturday,  February  18 

Stirling  &  Central  Scottish  Branch, 
RPSGB,  at  the  Lauren  Suite,  Royal 
Hotel.  Bridge  of  Allan.  7.30  for  8pm 
until  12.30am.  Dinner/dance.  Tickets 
£14.  Dress  informal. 


Guide  to 
speed  up  PL 
applications 

Manufacturers'  product  licence 
applications  should  he  facilitated 
by  the  launch  of  a  new  computer 
system  supplier  guide  to 
validation. 

The  'Supplier  guide  to 
validation  of  automated  systems' 
has  been  produced  by  a 
manufacturer  lobby  group,  the 
Pharmaceutic.il  Industry  Com- 
puter Systems  Validation  Forum 
(PICSVF).  It  is  to  he  launched  at  a 
forthcoming  engineering  con- 
ference due  to  he  held  in 
mid-March. 

The  Medicines  Control  Agency 
requires  that  automated  or 
computer  systems  involved  in 
pharmaceutical  product  man- 
ufacture must  be  documented 
(validated)  on  an  on-going  basis 
as  meeting  a  pre-determined 
quality  standard. 

This  guide  will  help  ensure 
that  manufacturers  are  supplied 
with  systems  of  the  required 
quality  which,  in  turn,  will  help 
speed  up  product  licence 
applications,  says  a  PICSVF 
spokesman. 

Video  first 
for  Vantage 

Vantage  has  launched  three 
training  videos. 

The  training  package  com- 
prises the  videos  'Ten  points  to 
excellence',  'How  to  make  passers 
buy'  and  'Sensitive  issues  in 
pharmacy',  plus  user  guides  and 
worksheets. 

The  company  says  the  package 
is  designed  to  highlight  the 
importance  of  merchandising 
and  customer  service.  Vantage 
suggests  using  the  programme  to 
bring  staff  members  together  as  a 
team-learning  event. 

The  programme  should  be  split 
into  three  individual  sessions  and 
assistants  should  be  encouraged 
to  complete  the  worksheets  after 
each  session. 


SALE     ANNOUNCED  OF 


Innovative  Product 
VITAMIN  BRAND 
WITH  PACKAGING  SYSTEM 

Patent  &  Reg.  Design 

Exciting  &  adaptable  for  many  OTC  uses 

Most  innovative  on  market    Market  sector  first 
Various  future  developments   Several  associated 
Trade  Marks   Nominated  for  IPA  Pack  of  Year 
Huge  domestic/export  potential 
Trial i ng  in  major  multiples 

Being  sold  for 

FULLEST  DEVELOPMENT  REALISATION 


Contact:  duNatra  Inc.,  Kirk  St.,  Strathaven  ML10  6BA  or  Fax  01357  21515 
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APPOINTMENTS 


c£l8kOTE 

plus  car  and  expenses 

excellent  career  opportunities 
for  achievement 

nationwide  territories 


/Ifc 


INNOVEX 


New  Community 
Pharmacy  Sales  Team 

Zeneca  Pharma  is  a  world  leading  British  Company  with 
a  dominant  position  in  several  therapeutic  areas.  Due 
to  its  continued  success,  Zeneca  is  deploying  a  nationwide 
team  of  experienced  sales  professionals  to  pioneer  an 
exciting  and  innovative  new  venture  in  the  community 
pharmacy  sector.  Successful  candidates  will  be  able  to 
demonstrate: 

•  At  least  2  years  proven  pharmacy  sales  in  their  area 

•  Good  commercial  acumen  and  hungry  for  success 

•  Organisation,  determination,  energy  -  an  achiever  with 
proven  results. 

To  apply,  call  Innovex  Recruitment  Services  on 
0628  491550  (9.00  am  -  5.00pm  weekdays)  quoting  ref  no 

CD/A/2/95. 


Innovex  Recruitment  •  Innovex  House 
Marlow  Park  •  Marlow  •  Bucks  •  SL7  1TB 

DOE  No.  SE  7426  RR291 1 .  Innovex  is  an  equal  opportunities  employer. 


ZENECA 


INVESTOR  IN  PEOPLE 


SALFORD 

Second  Pharmacist  required 
for  5  day  week  in  new  and 
very  busy  dispensing.  Keen, 
professional  and  clinical  in- 
terest a  must,  to  develop  high 
standards  of  patient  care.  Full 
time  preferred  but  job  share 
considered. 

Send  CV  to: 
Brian  Rose 
130  Church  Street, 
Eccles  M30  0LS 

Telephone:  0161  789  3207 


NORTHAMPTON 

PHARMACIST 
MANAGER  REQUIRED 

for  newly  refitted  pharmacy. 

Good  potential  for  recently 

registered  or  disillusioned 

multiple  manager. 

Write  or  telephone: 

Mr  H  Vyas 

Fortnams  Chemist 

7  Church  Street, 

Lutterworth 

Leics  LE17  4AE 

Tel:  0455  552692 


ROCHFORD,  ESSEX.  Locum  required 
from  26rhjune,  1995  to  14thjuly,  1995. 
Telephone  01702  544104. 
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TWICKENHAM.  -  Saturday  locum  re- 
quired Hours  9am-5pm  Please  contact 
on  0181  892  1526. 


BASILDON/BRENTWOOD/ 
BENFLEET/SOUTHEND  locum  phar- 
macist required  to  cover  odd  days/half 
day  on  a  casual  basis.  Please  telephone 
01708  343087. 

WORCESTERSHIRE  and  surrounding 
area,  established  locum  looking  for  odd 
days.  Willing  to  travel.  Tel.  0299 
401852. 

PART-TIME  LOCUM  required,  2-3 
evenings  per  week  on  regular  basis, 
4-7pm.  Walthamstow,  London  E17. 
Ring  0181  520  1713. 

EXPERIENCED  locum  now  accepting 
bookings  in  North  &  Central  London  & 
Herts  &  Middlesex  Contact  0181-346 
4153/0831  128  171. 

GT.  MANCHESTER.  Locum  available. 
Need  help?  Want  a  holiday?  moving  to 
Majorca  or  audit?  S.  P.  Newgrosh 
MRPS.  061-428  7710. 


ROCHDALE.  Locum  required  for  Fridays 
from  April  onwards.  Tel.  0706  525283. 

CHESHIRE  and  surrounding  area.  Re- 
liable and  experienced  community  phar- 
macist available  for  regular/occasional 
days  each  week  ind.  alrernate  Saturdays. 
Telephone:  0270  768207. 

HERNE  BAY,  KENT.  Pharmacist  Man- 
ager or  long-rerm  locum  required  for 
2000  sq  ft  modern  pharmacy.  Flat  can  be 
arranged  Telephone  01376  520052  or 
01763  248440  anytime. 

EXPERIENCED  p/time  pharmacy  staff 
required  for  in-store  pharmacy  Bexley- 
heath  to  work  evenings/weekends. 
Ring  for  for  the  details  0181  303  2707. 

PHARMACIST  MANAGER  required, 
Holloway,  minimum  paperwork,  salary 
by  negotiation.  Contact  Kirit  Shah  on 
0171  249  2441. 
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AGENTS 


CHEMISTS 


Canterbury 

Cardiff 

Reading 

Boldon 

Plymouth 

Manchester 

Nottingham 

Caerphilly 

Llandudno 

Castleford 

Newcastle- 
under-Lyne 


Add  a  healthy  outlook  to 
your  local  community 


Continued  growth  has  created  career 
opportunities  in  our  branches  across  the 
country,  for  pharmacists  with  the 
personality  and  drive  to  make  a  real 
impact  on  local  community  healthcare. 

Experienced  or  newly  qualified  (full 
training  will  be  given),  we  need  an 
individual  with  a  commitment  to 
patient  counselling,  coupled  with  the 
communication  skills  and  management 
qualities  to  actively  market  a  wide  range 
of  medicines,  healthcare  and  leisure 
products. 

In  return,  you'll  enjoy  the  full  support  of  a 
highly  professional  company,  modern 
well  equipped  and  efficient  facilities, 
flexible  working  hours  and  a  highly 
competitive  salary  and  benefits  package. 
This  will  include;  PPP  membership, 
pension  scheme  with  life  assurance  and 
generous  staff  discounts. 

Apply  with  CV  to:  Mr  Roger  Cotton 
MRPharmS,  Recruitment  and  Training 
Executive,  Moss  Chemists,  Fern  Grove, 
Feltham,  Middlesex  TW14  9BD. 


UnlChem 

C1^  A  MEMBER  OF  THE  UNICHEM  GROUP  OF  COMPANIES 


WELSH  VALLEYS,  Hereford,  Shrop-  BASILDON  —  enthusiastic  pharmacist 

shire,  W.  Brum  Experienced,  reliable  required  for  easily  run  pharmacy.  Ring 

locum  available.  For  booking  now  ring  01268  286  399  daytime,  0181  599  4466 

Mattin  on  0684  577  442.  evening, 


SKEGNESS,  L1NCS.  Locum  required 
urgently  to  start  asap.  Friendly  staff  and 
dispensers,  9  00-5  30pm  Mon-Fri  (or 
less  if  preferred).  Tel:  Mrs  Patel  0754 
765715. 


WEST  YORKSHIRE,  locum  available 
from  beginning  of  March,  weeks  or 
days.  Phone  01924  474327. 


BUSINESS  FOR  SALE 


ALLIANCE  VALUERS  & 
STOCKTAKERS 

Telephone  Harrogate  (0423)  531571 

SUNDERLAND 


Retirement  sale,  T/O  under  management  FYE  31  March  '94  £362,000.  NHS 
items  average  2,689  per  month.  Substantial  main  road  freehold  properly  in 
busy  suburb.  Enormous  potential  for  expansion.  Sale  by  way  of  share 
transfer  based  on  offers  for  GW/Fix  around  £125,000. 
We  have  a  broad  range  of  pharmacies  for  sale  in  many  areas  including  North 
East  England,  the  East  Midlands,  Scotland  &  South  Wales. 
Please  phone  for  details. 

Good  selection  of  other  pharmacies  available,  many  never  advertised.  Please  phone  for  details 


AGENTS  REQUIRED 
—  NATIONWIDE  — 


UNI(iRE(i  LIMITED 

is  an  independent,  British  Pharmaceutical  Company 

established  in  1968,  dedicated  to  the  field  of 
clinical  nutritional  support  therapy,  with  a  range  of 
prescription  and  over-the-counter  non-prescription 
licensed  pharmaceuticals. 

We  are  now  seeking  to  expand  our  over-the-counter 

retail  pharmacy  sales  throughout  the  UK,  by 
appointing  experienced,  active  selling  agents  working 
within  exclusive  territory  boundaries. 

PREVIOUS  SELLING  EXPERIENCE 
TO  RETAIL  Plh\RMACY  IS  ESSENTIAL. 

FAVOURjWLE  MONTHLY 
COMMISSION  RA  TES. 

PRODUCT  IRAINING  PROVIDED. 


TELEPHONE  NOW:  0181-330  1421 


EST. 

1968 


or  write  to: 

The  Managing  Director, 
UNIGREG  LIMITED 

Enterprise  House, 
181-189  Garth  Road, 
Morden,  Surrey  SM4  4LL 


PROFESSIONAL  AND 
EXPERIENCED  PHARMACY 
SALES  AGENTS 

Urgently  required  throughout  the  UK. 
Please  telephone  Ella  Craig  on  01572  821648. 
Exclusive  range  of  quality  products 


EXCELLENT  OPPORTUNITY 


to  introduce  'Friend'  Tar  -  Nicotine  Filter 
to  O.T.C.  and  Wholesale  Trade. 

Write  PETER  KELLY 

WIN  INTERNATIONAL 

De  Salis  Drive 
Hampton  Lovett, 
Droitwich  WR9  0QE 
Tel:  01905  795588 


Holder 


LOCUMS 


Frankland  &  Co. 


STOCKTAKERS   &  VALUERS 


2  I  9  Harrison  Road,  Belgrave.  Leicester.  LE4  6QN 
Telephone  (0533)  665299    Facsimile  (0533)  610284  Mobile  (0374)  181850 

SPECIALISTS  IN  PHARMACY  VALUATION  &  SALES  NATIONWIDE 

"If  you  are  considering  selling  your  business  contact  us  for  a  confidential  discussion  as 
we  have  genuine  clients  interested  in  buying  pharmacies  nationwide  " 
BIG  ENOUGH  TO  COPE  SMALL  ENOUGH  TO  CARE 

niwiiuu  Comprehensive  stocktaking  ond  business  transfer  service 
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HANGER  LANE  W5 

Locum  required  WednesdayAThursday 
3.30-6.00pm 

Telephone 
0181  998  3515 
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LOCUMS 


PRODUCTS  AND  SERVICES 


Provincial  Pharmacy 
Locum  Services  JPT 


We  have  over  3,000  pharmacists 
registered!  Plus  experience  of  handling 
over  100,000  bookings  NATIONWIDE! 

OUR  BUSINESS 

Place  your  locum  problem  in  the 
hands  of  our  experienced  co-ordinators. 
We  will  inform  you  the  moment  cover 
is  found.  We  leave  you  to  get  on 
with  doing  what  you  do  best, 
running  your  business. 

PLEASE  CALL  NOW! 


To  be 


supplied  through 

ymmmmmm 


PRODUCTS  AND  SERVICES 


PILLS  -  Patient  Medication  Records 
POSHH  Checkout  -  EPOS 


Hadley  Hutt  Computing  Ltd 

George  Bayliss  Road,  Droitwich, 
Worcs.  WR9  9RD 

Telephone:  01905  795335 
Fax:  01905  795345 


PROMOTED 


Frankland  &  Co. 


STOCKTAKERS   &  VALUERS 


2I9  Harrison  Road.  Belgrave,  Leicester,  LE4  6QN 
Telephone  (0533)  665299    Facsimile  (0533)  610284  Mobile  (0374)  181850 

SPECIALISTS  IN  PHARMACY  STOCKTAKING  NATIONWIDE 

BIG  ENOUGH  TO  COPE  SMALL  ENOUGH  TO  CARE 

JawTraavMuriMshiuM  Comprehensive  stocktaking  and  business  transfer  service 


ACTIVE  THERAPY 

based  on  our  own 
clinically-proven  designs 

■  Pain  Relief 

■  Reduced  Swelling 

■  Faster  Healing 

■  Support  cV;  Protection 

■  Added  Confidence 


OFFICIAL  STOCKISTS 
NOW  BEING  APPOINTED 


SS^BAUBRPEIND 

65  Years  of  Orthopaedic  Cart 

Please  contact  Bauerfeind  UK 
on  02  s2  376543  for  further  detail' 


Do  YOU 
have  a 

product  or 

service  you 
want  to 

promote?  If 
so,  call 
Chemist 

and 
Druggist 
classified 

department 
on 

0732 
377322 


CHEMIST  AND  DRUGGIST 
FAX  NUMBER  IS  0732  368210 


Businesslink 

A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


EXCESS  STOCK 


TRADE  LESS  25%  -  Minocycline  tabs 
lOOmg,  Tambocor  tubs.  Tel:  0191-536 
4640. 

£6.82  PER  BOX+VAT  -  Minimum  50 

boxes,  Hydroxocohalamm  injection 
lOOOmcg.  Tel:  01352  752050. 

TRADE  LESS  30%+VAT  -  Coloplast  3215 
protective  sheets  20,  Coloplast  8520 
20mmx30  bags,  Coloplast  8825 
25mmx30  bags.  Tel:  01232  667767. 

TRADE  LESS  50%+VAT+ POSTAGE  -  40 
Adizem  XL  300mg  (exp  6/96),  3  vials 
Crystapen  600mg  (exp  4/95),  3x5x1. 5ml 
Penmix  30/70,  Penfill  (exp  10/95),  Aero- 
bec  SOautohaler  (exp  3/95),  Depixol  cone 
50mg/0.5ml  amps  (exp  3/95),  Clucobay 
50mg  (exp  2/95),  76  Suscard  buccal  2mg 
(exp  4/95),  55  Heparin  injection  5000 
syringes  (exp  6/95),  300  Apresoline  50mg 
(exp  4/98).  Tel:  01693  830261. 


TRADE  LESS  30%+VAT  -  1x100  Provera 
lOOmg  tabs  (exp  6/95),  2x100  Bntiazim 
(exp  9/95),  1x112  Denol  tabs  (exp  4/95), 
2x84  Sectral  lOOmg  (exp  10/96).  Tel: 
01285  651431. 

TRADE  LESS  35%+VAT  -  200  Ventide 
Rotacaps,  2  Tilade  mint  inhalers,  7x28 
Nystan  pastilles,  2x25  Konakion  lOmg 
tabs,  2x28  Nitro-Dur  0.2mg  patches.  Tel: 
01924  264800. 

TRADE  LESS  30%+VAT+POSTAGE  -  18 
Konakion  lOmc  tabs,  133  Librium  5mg 
tabs,  50  Librium  lOmg  tabs,  lx.30g  Lo- 
coid  coint,  100  Loxapac  caps,  500  Nitro- 
furantoin 50mg  tabs,  200  Nitrofurantoin 
lOOmg,  18  Provera  lOmg,  20x100  Sep- 
trin  tabs,  100  Rivotril  0.5mg  tabs, 
1x10cm  Setopress,  40  Trasicor  80mg 
tabs.  Tel:  01986  872844. 

TRADE  LESS  40%  -  3  Suprefact  nasal 
spray  (exp  7/95),  1000  Burinex  lmg,  56 
Naprosyn  EC  500mg,  20  Nozinan  amps. 


Tel:  01480  214355. 

TRADE  LESS  30%+VAT  -  Maxepa  caps 
1x200  (exp  11/96),  Mexitil  50mg  caps 
(exp  5/97),  Mexitil  200mg  caps  (exp  5/95). 
Tinset  tabs  (exp  1/97).  Tel:  01332 
342597. 

TRADE  LESS  30%+VAT  -  63  Retrovir 
lOOmg  caps  (exp  4/95).  Tel:  0181-980 
1231. 

TRADE  LESS  50%  -  Ensure  chicken  and 
chocolate  cans  (exp  3/95).  Tel:  01203 
345606. 

TRADE  LESS  30%+VAT+POSTAGE  - 

Naprosyn  suppos,  llydergine  1.5,  Akne- 
min  50,  Audicort,  Dirythmin  SA,  Faverin 
50m,  Coversyl  2mg,  Hormonin,  Uniroid 
oint  and  suppos,  Amoxil  IG  injection, 
PevarylTC.  Corgard  80,  Magnapen  syrup, 
Nozinan,  Eldepryl  10,  Alomide,  Bloca- 
dren,  Gyno-Daktann  1,  Tel:  0181-449 


0909 

TRADE  LESS  30%  -  84  Tnptafen  M  (exp 
4/95),  56  Lederfen  F,  2x9  Mictral  sachets 
(exp  3/95),  5x84  Semprex  8mg  (exp  3/95), 
1x100  Fentazin  4mg  (exp  4/95),  1x100 
Antepsin  (exp  9/95).  Tel:  01429  863504. 

TRADE  LESS  50%  -  2x125ml  Spironolac- 
tone susp  5ml  (exp  11/95).  Tel:  01582 
440907 

TRADE  LESS  30%+VAT+POSTAGE  -  30 

Normegon  150iu  amps,  2  Synarel  60  • 
dose  spray.  Tel  0181-940  2304. 
TRADE  LESS  30%+VAT  -  4x84  Catapres 
300mg  tabs,  trade  less  20%+vat  Prostap  1 
SR  mj,  5x56  Sectral  200  caps.  Tel:  0171- 
254  84H7. 

TRADE  LESS  30%+VAT  -  88  Bonefos 
400mg  (exp  1 1/95).  1 14  Bonefos  400  (exp  I 
3/97),  64  DDAVP  tabs  0.2mg  (exp  9/95),  2 
Flixotide  125mg  irnalers  (exp  5/95),  35 


EXCESS  STOCK  CAUTION 

Pharmacies  are  responsible  for  the  quality,  safety  and  efficacy  of 
medicines  they  supply.  In  purchasing  from  sources  other  than 
manufacturers  or  licensed  wholesalers,  they  must  satisfy  themselves 
about  product  history,  conditions  of  storage  and  so  on. 
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PRODUCTS  AND  SERVICES 


The  Power 
of  the  Multiples, 


"Nucare  has  helped 
increase  my  discounts  by 
£3,000  per  annum" 

Renuka  Gulati, 
Sherwood  Pharmacy 


 the  Privilege 

of  Independence. 


Wish  to  become  a  member?     NuCclTC  pic 
Please  contact  us  Today.         447  Kenton  Road 

Harrow 

Middlesex  HA3  OXY 
Tel:  0181-732  2772 
Fax:  0181-732  2774 


medielite  pk /Kodak  Films 


SPECIALS 
***  NEW  KODAK  FILMS  *** 


Nett  Price 

%Off 

Trade 

GA  135  x  24  EXPS  (100ASA) 

1.48 

40% 

GA  135  x  36  EXPS(IOOASA) 

1.82 

40% 

GB  135  x  24  EXPS  (200ASA) 

1.79 

33% 

GB  135  x  36  EXPS(200ASA) 

2.18 

33% 

GC  135  x  24  EXPS  (400ASA) 

2.04 

28% 

GC  135  x  36  EXPS  (400ASA) 

2.54 

28% 

E&OE  —  GOODS  SUBJECT  TO  AVAILABILITY 


mcdielite  pic 

Bclvue  Business  Centre 
Units  16-17  Belvue  Road,  Northolt,  Middx.  Ul 
Tel:  081  841  4144  Fax:  081  841  8390 


THE  CHEMIST  AND  DRUGGIST  DIRECT  LINE  IS 

0732  377322 


Businesslink 

A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


Antabuse  (exp  7/95).  1  Human  Velosulin 

10ml  (exp  5/95).  Tel:  01279  422909. 

TRADE  LESS  30%  -  2x28  Vascace  5mg, 
232  Myotonine  lOmg  (exp  3/95), 
1x200ml  Maxolon  syrup,  2x21  Loestrin 
20  (exp  4/95).  60  Dipentum  caps.  80 
Serenace  20mg  tabs  (exp  5/95).  Tel: 
01501  762274. 

TRADE  LESS  30%+VAT+POSTACE  -  50 
Zyloric  lOOmg,  30  Zyloric  300mg,  30 
Tegretol  retard  400mg,  20  Tegretol  re- 
tard 200mg,  232  Feldene  20mg,  4  Amoxil 
750ml  sacks.  50  Amvtal  50mg  tabs.  Tel: 
01986  872844 

TRADE  LESS  30%+VAT+POSTACE  - 
3xl0g  Suprefact  spray  (exp  7/95),  337 
Nalcrom  caps  (exp  3/98),  25xl()ml  Beco- 
tide  nebulising susp  (exp 8/95).  2x5S329. 
Tel:  01702  203244. 

TRADE  LESS  25%+VAT+POSTACE  -  9 
Pergonal  IM  mj  (exp  1/97).  Tel:  01273 
734476. 

TRADE  LESS  35%+VAT+POSTAGE  -  70 


Havrix  vaccine  (exp  3/96),  5x120  Opilon 
tabs  (exp  6/97).  Tel:  01706  360034. 
TRADE  LESS  40%+VAT  Eprex  3000iu/ 
0.3mlx7pfs  (exp  5/95),  Drogenil 
250mgx58  tabs  (exp  7/98).  Tel:  0181-743 
5442. 

TRADE  LESS  30%+VAT  -  194  Lederfen  F 
tabs  (exp  3/95).  380  Loniten  2.5mg  tabs 
(exp  1/97),  plus  many  others.  Tel:  01702 
715485. 

TRADE  LESS  30%  -  Paraplatin  mj 
45mgm/45ml  (exp  10/95).  Tel:  01206 
298267. 

TRADE  LESS  30%+VAT  -  120  Rifadin 
300mg.  5x28  Corgard  80mg,  5x7  Diflu- 
can 200mg  caps  (exp  5/96).  Tel:  0171-405 
1039. 

TRADE  LESS  33%+POSTAGE  -  20  Lus- 
tral  (exp  11/95),  100  Cnsovin  500  (exp 
4/95),  200  Mycardol  (exp  6/95).  500 
Epanutin  25mg  (exp  97),  145  Didronel 
(exp  9/96).  44  Anquil  (exp  5/95).  9x300ml 
Lioresal  liquid.  Tel:  01670  512697. 


TRADE  LESS  40%+VAT+POSTACE  -  Re 

standol  caps  30  (exp  2/95)  120  (exp  6/95). 
Septrin  disp  tabs  160  (exp  7/97).  Temge- 
sic  0.4mgx86  (exp  3/95).  Distaclor  MR 
500mg  2x7  (exp  2/95).  Corgard  80mg 
6x28  (exp  3/98)  Tel  01502  572603 
TRADE  LESS  30%+VAT  -  6x28  Sectral 
400  (exp  3/97).  3x56  Limictal  disp  25mg 
(exp  4/96).  4x100  Benoral  (exp  5/98),  28 
Accupro  20mg  (exp  9/96).  Tel  01202 
513306. 

TRADE  LESS  50%+VAT+POSTAGE  - 

100  Pentasa  SR  tabs  250mg  (exp  6/95). 
3x56Tildiem  retard  120  (exp  8/951.  2x84 
Lederfen  caps  300mg  (exp  6/95).  2x100 
Diamox tab 200mg (exp 8/95)  Tel  01232 
324131. 

TRADE  LESS  50%+ VAT+ POSTAGE  - 

Surgicare  S302x8,  Molipa-vin  50mgxl26 
(exp  1/97),  Molipaxin  I00mgx56  (exp 
4/96).  Coloplast  MC2000  5655  4x30.  Tel: 
0181-527  2185 

TRADE  LESS  30%+VAT  -  1x10  Calcitare 
i/m  (exp  11/961.  16x28  Tenormin  lOOmg 
(exp  11/98).  Tel  01626  863093. 

TRADE  LESS  40%+VAT+POSTACE  - 
3x56  Lamictal  lOOmg  (exp  9/95).  2x28 
Ossopan  granules  (exp  595  &  7/95).  2x56 
Surgam300 (exp  5/95 & 9/95)  Tel  01  i80 
723804. 

TRADE  LESS  50%+VAT  -  1x28  Nvstan 


pastilles  (exp  7/95),  95  Grisovin  500mg 

(exp  7/95).  2x28  Moducren  (exp  9/95). 

1x56  Volmax  4mg  tabs  (exp  6/95).  Tel: 

01406  425536 
TRADE  LESS  25%+VAT  -  Hollister  4514 

5\15.  Hollister  7x5,  Convatec  S271  1x10. 

C(  mvatec  S302  3x  1 0,  Convatec  S627  2x5. 

Tel  01034  817317 
TRADE  LESS  30%  -  Hollister  7472  1x30, 

7038  6x30..  7164  3x30.  7165  1x30.  7169 

4x30  Tel  01283  217440 
TRADE  LESS  50%+VAT  -  Nebcin  40mg/ 

ml  inj  (exp  4/95)  Tel  01244  379268. 
TRADE  LESS  50%  -  Eprex  pre-filled 

400O11.  1x6  lexp  6/95)  Tel:  01704 

28437 

TRADE  LESS  50%  -  2*x2  5G  100  Presept 
effervescent  disinfectant  tabs  (exp  12/97) 
Tel  0171-935  3051 

TRADE  LESS  50%+VAT+POSTACE  - 

2x28  Sotacor  lOOmg  (exp  3/95).  3x28 
l-escol  20mg  lexp  3/95).  1x56  Remedeine 
Forte  lexp  3/95).  6x100  Smemet  100  PI 
lexp  1 1  -95).  2  Algitec  susp  (exp  6/95).  Tel: 
01704  872173. 
TRADE  LESS  30%  -  2  Human  Velosulin 
(exp  5/95).  210  Seconal  sodium  lOOmg 
(exp  8  98i.  sOmgxlOO,  90  Umbitrol  5mg 
ie\p  7 95). 60  Loxapac  lOmg  (exp  8/95),  7 
Modahm  lOOmg  (exp  3/95).  Tel:  01532 
64512! 
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SHOPFITTINGS 


Insurance  for  ALL  in  Pharmacy 

Shop  &  Contents 

Professional 
Indemnity 

*ET  0121-236  0031 


Car     Scheme  1 

tT  01245  349666 

Scheme  2 

^  01633  654313 


Home  ^01633-654314 


WORKING  FOR  PHARMACY 


PACE  (Seta 


LABELLING 
SYSTEMS 


THE  BETTER  LABELLING  &  RECORD  SYSTEMS 

•  Faster  •  Simpler 

•  Guaranteed  Security  •  Free  Credit 

•  More  Features  •  Low  Price 

No  one  has  more  experience.  Don't  buy  without  first  seeing 
a  Pace  Beta  demonstrated  in  YOUR  pharmacy. 
•  Available  for  one  month's  trial 
For  details  and  a  free  demonstration 
Telephone:  061-941  7011 
37  Stamford  New  Road,  Altrincham  WA14  1EB 


Bemused  by  Generic  Price  Lists? 

For  £10.00  per  month  we  will  provide  you  with  a  list  of  the  best  published 
prices  (for  that  month)  along  with  the  supplier,  after  receipt  of  current 
published  price  lists.  For  an  extra  £5.00  per  month  we  will  take  your 
order,  split  it  up  into  cheapest  source  per  item.  Then  fax  it  either  onto  the 
suppliers  or  back  to  you. 

For  agreement  form  contact  Roland  Richardson  on  (01253)  347404  or 
write  to  57,  Cheddar  Avenue,  Blackpool  FY4  2LQ. 


cn 


Free  enlries  in  "Business 
Link"  (maximum  30 
words)  are  restricted  to 
community  pharmacist 
subscribers  to  Chemist  A 
Druggist.  No  trade 
advertisements  will  be 
permitted.  Acceptance  is 
at  the  discretion  of  the 
Publishers  and  depends 
upon  space  being 
available. 

Send  proposed  wording 
to  "Business  Link"  using 
the  form  printed 
alongside. 

Appointmenis,  situations 
wanted,  and  businesses 
for  sale  will  be 
incorporated  as  lineage 
advertisements  under  the 
appropriate  Classified 
headings. 


EXDkUM 


.STOREF1TTERS, 


0626-834077 

COMPREHENSIVE  DESIGN, 
MANUFACTURE  AND 
INSTALLATION  SERVICE 
FOR  THE  RETAIL 
PHARMACY 

KING  CHARLES  BUSINESS 
PARK,  OLD  NEWTON 

ROAD, 
HEATHFIELD,  DEVON 
TQ12  6UT 


5fj0PriT[lN^ 

FROM  LOW  COST  PERIMETER  SHELVING  TO 
UPMARKET  PERFUMERY  SHOWCASES  TRADITIONAL 
OR  CONTINENTAL  DISPENSARIES 

CONTACT  MARTIN  BAGG  FOR  A  COMPLETE 
SHOPFITTING  SERVICE  FOR  THE  PHARMACIST 

0392-216606 


To:  Business  Link,  CHEMIST  &  DRUGGIST,  Benn  House,  Sovereign 
Way,  Tonbridge,  Kent  TN9  lRW. 

PLEASE  COMPLETE  IN  HL0CK  CAPITALS 


Surname  .  . 
First  names 


Address  . 


 Postcode 

Personal  RPSGB  Registration  number  

Telephone  number  

Proposed  advertisement  copy  (maximum  30  words) 


SHOPFITTINGS 


N/ 


PHARMACY  SHOPFITTERS 

We  work  in  a  pharmacy  every  day, 

JUST  LIKE  YOU... 

We  understand  the  pressures  and 

constraints  of  running  a  modern 

retail  pharmacy, 

JUST  LIKE  YOU... 

We  strive  for  professionalism,  service 

and  trust, 

and 

JUST  LIKE  YOU... 

we  are  approved  by  the  NPA. 

Just  a  few  reasons  why  successful 

Pharmacists  have  chosen  us  to  plan 

and  refit  their  business  environment. 


woodstylf 

▼   ▼     SHOPFITTING   AND   DESIGN  M 


Edison  Road,  St.  Ives  Industrial  Estate 
St.  Ives.  Huntingdon.  Cambridgeshire  PE17  4LF 
Telephone:  St.  Ives  (0480)  494262 
Fax.  (0480)  495826 


STOCK  WANTED 


WANTED 


Old  chemist  shop  fittings,  drug  runs,  bow 

cabinets  etc. 
Complete  shop  interiors  purchased.  We  try 
hardest,  travel  furthest,  pay  more. 
Telephone  0327  349249 
Eves  341192 
Fax:  0327  349397 


We  buy  Perfume  Testers,  Vials,  Bottles  and 
Display  Materials. 
Total  Discretion  Assured 

Tel:  0254  871618  Fax:  0254  390  652 
0254  871716 


SURPLUS  STOCK  WANTED 

Overruns,  Returns,  Damages  &  Shortdate 

Food,  Drinks,  Healthfoods,  Cosmetics,  Haircase,  Confectionery, 
Batteries,  Sunglasses.  Films.  Suntans,  Counter  Medicinals,  Soaps. 
Household  etc. 

Tel  01562  882476  or  0860  825825.  Fax:  01562  884414 

Yes,  we  pay  cash  —  Yes  we  collect 

Coleman  &  Co,  Nationwide  Service 
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Aboutpeople 


Driver  cops  a  culprit 


A  Vantage  van  driver,  who  made  a 
citizens'  arrest  which  led  to  a 
juvenile  offender  receiving  a 
probationary  sentence,  has  been 
praised  by  the  Avon  &  Somerset 
Constabulary. 

Orel  Dawes,  31,  (below)  was 
making  deliveries  in  Bristol  when 


he  saw  two  youths  being  chased 
by  a  policeman  from  the 
Broadmead  Shopping  Centre. 

The  6ft  lin  basketball  player 
tackled  one  youth  and  frog- 
marched him  back  to  the 
policeman  who  was  handcuffing 
the  other  suspect. 


..:   -jjj  «  


Book  Review 


Pharmacy  Law  and  Practice  by 
Jonathan  Merrills  and  Jonathan 
Fisher.  Published  by  Blackwell 
Science  Ltd,  Osnev  Mead,  Oxford 
0X2  OEL  (tel:  01865  206206). 
Paperback,  384  pages,  £19.99 
(ISBN  0-632-03232-4). 

Community  pharmacists  look- 
ing for  a  more  digestible 
alternative  to  Dale  &  Appelbe's 
Pharmacy  Law  and  Ethics  could 
try  this  new  book.  Jon  Merrills 
will  be  familiar  to  many  as  the 
deputy  chief  pharmacist  at  the 
Department  of  Health.  His 
co-author  is  a  practising  barrister 
with  a  regular  pharmacy  brief. 


The  book  is  not  comprehensive 
—  it  does  not  deal  with  veterinary 
medicines  —  but  it  does  cover 
areas  perhaps  more  relevant  to 
retail  practice,  such  as  em- 
ployment law,  liability  and  the 
sale  of  goods. 

Pharmacy  Law  and  Practice 
will  provide  readers  with  a 
working  knowledge  of  pharmacy 
law,  but  not  all  the  legal  detail. 
The  law  is  stated  as  at  April  1, 
1994,  and  pertains  to  England, 
Wales  and  Northern  Ireland. 
Where  there  are  significant 
differences  in  Scotland,  these  are 
indicated. 


2&  = 
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Tony  Prendergast  (left),  of  Stewarts  Pharmacy  in  Lowestoft,  has  won 
£500  from  East  Anglian  Pharmaceuticals'  free  draw  for  pharmacies 
signing  up  for  the  Numark  share  scheme.  Sharon  Grey,  an  Anglia  TV  news 
presenter;  and  Jonathan  Briggs,  East  Anglian  Pharmaceuticals'  managing 
director,  are  pictured  presenting  the  cheque 


Calling  Yorks  pre-reg  students 


The  Yorkshire  Academic  Phar- 
macy Practice  Unit,  in  con- 
junction with  Upjohn,  is  offering 
a  £50  prize  for  the  best 
pre-registration  project  under- 
taken in  the  Yorkshire  region  in 
community  practice. 


The  Unit  is  willing  to  help  any 
pre-reg  who  wants  to  undertake  a 
project  but  is  currently  not  doing 
so.  Anyone  interested  should 
contact  Julie  Sowter  at  the  APU 
on  0113  292  6737.  All  projects 
should  be  submitted  by  June  1. 


ALPS  unchanged 


Following  the  recent  elections  to 
the  Association  of  Local  Phar- 
maceutical Committee  Secre- 
taries, the  management  com- 
mittee is  unchanged.  Dr  D  H 
Maddock  stays  on  as  chairman; 
vice  chairman  is  D  Millington; 
treasurer,  J  Clitherow;  secretary, 
J    Rothwell;    and  committee 


members,  M  Levitan,  G  Paisley 
and  A  Rutherford.  Officers  will 
serve  until  April  1,  1997.  An 
election  for  nine  committee 
members  will  be  held  next  spring 
when  the  new  LPC  boundaries 
are  known.  One  member  will  be 
elected  from  each  new  NHS 
region  and  one  from  Wales. 


Appointments 


Dr  Rosaleen  McCallion  has  been 
appointed  as  the  new  research 
fellow  in  pharmacy  practice  at  the 
Queen's  University  of  Belfast.  Dr 
McCallion  has  been  working  as  a 
research  fellow  in  the  topical 
bioadhesives  devices  group  at 
Queen's  for  the  past  two  years, 
but  has  maintained  links  with 
pharmacy  practice  by  working 
part-time  in  community  phar- 
macy. She  is  presently  working 
on  a  project  examining  drug- 
related  problems  of  elderly 
patients  with  Dr  James  McElnay, 
director  of  the  School  of 
Pharmacy. 

Mawdsleys  has  appointed  Dr  J  H 
Mawdsley  MB  ChB  and  Susan 
Westall  JP  to  the  main  board  of 
directors.  Carole  Curimjee,  who 
qualified  as  a  pharmacist  in  1968, 
has  also  joined  the  main  board. 

From  April  1,  Gaz  Clapinski  will 
be  secretary  for  Staffordshire 
LPC.  He  takes  over  from  Bob 
Tuck,  who  is  standing  down.  The 
vice  chairman's  post  will  be  taken 
by  Mike  Phelan. 

Peter  Robinson  has  been 
appointed  marketing  manager 
for  metabolic  products  at  Bayer. 
He  has  been  with  the  company  for 
ten  years  and  most  recently  has 
been  involved  with  the  launch  of 
Glucobay  for  non-insulin  dep- 
endent diabetics. 

Robinson  Healthcare  has  two 
new  sales  representatives  in  its 
retail  salesforce.  Carol  Robertson 
is  the  new  area  representative  for 


the  south  west,  and  Paul 
Callender  will  cover  Essex, 
Bedford  and  Cambridgeshire. 

Microbiological  Associates  has 
announced  that  Wendy  McBain 
has  joined  the  company's  team  of 
account  managers  responsible 
for  Europe.  The  company  offers 
contract  production  services  to 
developers  of  gene  therapies  and 
provides  biotechnology  testing 
services. 

Lifeplan  Products  has  promoted 
two  of  its  senior  sales  staff. 
Richard  Bullingham,  previously 
a  regional  sales  rep,  becomes 
national  sales  manager.  Malcolm 
Bushell  becomes  sales  pro- 
motions manager  and  takes  oni 
responsibility  for  wholesale 
customers. 

Tony  Laurence  has  been  ap- 
pointed as  regional  director  of  the 
NHS  Executive  in  the  South  and 
West  and  as  regional  general 
manager  for  the  South  and  West 
Regional  Health  Authority. 

John  O'Reilly,  managing  director; 
of  Heinz  Ireland,  has  been  invited 
to  join  the  board  of  directors  offcj 
Heinz  UK. 

Colorama   has   made  Gordon 
Asquith  general  manager  of  its| 
Manchester  Laboratory. 

Dr  Chris  Evans  has  been  awarded 
the  OBE  for  services  to 
biotechnology.  He  established 
Celsis  International  pic  anc 
Chiroscience  pic. 
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Quite  sirnph  \  i  >i  i  would  be  in  the  dark. 

No  other  medium  delivers  such  a  rich  did  ol 
information  -  technical  data,  industry  news,  analysis, 
insight  and  career  <  >\ >| » >i  t  unity  . 

I  low  else  would  you  I"-  able  to  keep  in  touch  with 
change  bul  through  the  pages  ol  youi  business 
magazine.''  ()nlv  your  magazine  gives  von  all  the  issues 
-  large  and  small  -  supported  h\  detailed  analysis  of 
the  technical  developments  and  structural  changes 
occurring  within  your  industry  or  profession. 

So  you  know  preciseb  what  the  implications  are  for 
you  and  your  business.  I >< >i  I i  now  and  m  the  future 

\inl  whal  else,  when  vou  are  buying  goods  and 
services,  helps  you  remain  reliably  informed  aboul  mum 
opi  ions  ''  Alter  all.  the  infonnation  you  find  in  your  industry 
magazine  has  ]  >een  researchei  I  and  written  l>\  experts. 


1 1 1 a i  s  the  most  active  marketplace  for  goods 
ami  services  lies  between  the  covers  ol  business  and 
professional  publications. 

Its  siiijII  wonder,  therefore  thai  the  majority  "I 
people  at  the  top  ol  then  professions  and  business  make 
reading  then  magazine  a  regulai  priority. 

Because  only  through  a  business  magazine  dues  an 
industry  or  profession  keep  seriousrj  in  touch  with  what 
really  matters 

So  il  yon  re  looking  foi  information,  prepared  and 
presented  with  yoiu  specific  needs  in  mind,  then  reach 
lot  yoiu'  magazine. 

h  s  the  source  of  information  you  can  trust. 

lo  find  out  how  business  magazines  ran  help 
you  in  your  business .  call  I'lnl  (am-  at  I'PX  on 
071  379  6268 
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S|  sored  by;  Amu-  Business  Publii  ations  •  The  Builder  I  iroup  •  I  lunstrui  Hon  Public  ations  •  Emap  Business  I  'ommunii  ations  •  I  null. n  Publii  atious  • 

I  laymarkel  Business  Publical  -  •  I  Ml .  Croup  •  I  loyd  s  ol  I  oudon  Press  •  Maclean  Huntei  •  Mai  millaii  Magazines  •  Morgan-!  Irampian  • 

Nexus  Business  <  omniunii  ations  •  Reed  Business  Publishing  •  Hi. .him-  Telford  •  YM  Business  Publii  ations  •  \\  illiani  Reed 
Dedii  ated  t<>  supporting  t h«-  Ixighest  standards  in  business  and  professional  publishing 


HELPING  YOU  BUILD  YOUR  BUSINESS  THROUGHOUT  THE  YEAR 


"Morf/Atew  have 
actually  been 


-from  peoj 

UtiiCkeM . '  because 
the  price  is  better  titan 
ifteyVe  been  able  h 
obtain  elsewhere, 


Michael  Payne  of  Hillcross  Pharmaceuticals 
'Community  Pharmacy'  Jan  9S 


Since  we  completely  revamped  our  service 
last  August,  our  prices  are  about  the  best 
you'll  find  on  the  market  -  as  our  competitors 
will  verify! 

Our  extensive  range  is  exceptional.  So  too 
are  our  deliveries  (twice  daily,  as  ever).  What's 
more,  you  don't  have  to  buy  in  bulk. 

Little  wonder  then  that  most  of  our 
customers  now  buy  their  generics  from  us  on  a 
regular  basis,  not  just  when  they  need  something 
in  a  rush. 


(And  when  some  of  those  customers  turn 
out  to  be  the  competition,  it  proves  just  how  low 
our  prices  are!) 

You  can  make  remarkable  savings  across  the 
entire  range  of  generics,  not  just  the  best  sellers 
And  our  fortnightly  special  offers  make  those 
savings  even  more  spectacular. 

Just  ask  your  UniChem  representative  t« 
show  you. 

Our  new,  improved  generics  package  -  not 
big  deal.  Just  a  great  one! 


UniChem 


UniChem  PLC,  UniChem  House,  Cox  Lane,  Chessington,  Surrey  KT9  1SN.  Telephone:  0181-391  232: 


